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Another provocative B.M.A. ad to gain 
new friends and attract new policyowners 
for our fieldmen. Others are running 

in such leading magazines as Newsweek, 
Saturday Evening Post, Woman’s Home 
Companion and Country Gentleman. 
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THE MAN FROM EQUITABLE TRAVELS THE ROAD TO SECURITY 


In his selling career—he is covered by one of 
the finest over-all security programs in the insurance field today 


Insurance for the insurance man—Equitable 
really believes in it! 

Equitable offers its own people one of the 
best insurance and retirement programs. 

The coverage available to Equitable repre- 
sentatives includes: 

@ group life insurance up to $20,000 


@ accidental death insurance 
up to $10,000 additional 


@ hospital expense insurance* 


@ surgical expense insurance* 

@ basic medical expense insurance* 

@ major medical expense insurance* 

@ and retirement benefits that start at 65 

*for agent, wife and minor children 

More than six hundred Equitable men and 
women today receive retirement income. 
Many of them keep on selling and still draw 
benefits. Renewal commissions continue in 


every case. 
A selling career with Equitable offers more 


than a good living. The man from Equitable 
builds a lifetime of security—and his future 
gets brighter each year. 


THE 


EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE U. §. 


HOME OFFICE: 393 SEVENTH AVENUE, NEW YORK 1, N. Y. 


DECEMBER 15 is SAFE-DRIVING DAY — SET THE EXAMPLE — DRIVE SAFELY! 
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Palmer Tells Why 
Mutual Benefit Ran 
Ads on Policy Cost 


McDonald, Benner, Bell, 
McConney also Participate 
in LIA N. Y. Symposium 


NEW YORK—Warning against over- 
doing the “cheapness” appeal in insur- 
ance, President H. Bruce Palmer of 
Mutual Benefit Life disclosed the rea- 
sons why Mutual Benefit last week ran 
full page advertisements in four east- 
ern newspapers to state the company’s 
views on the role of cost in life insur- 
ance. 

Speaking in a symposium at the an- 
nual meeting of Life Insurance Assn. 
of America, Mr. Palmer at no point 
suggested the elimination of price 
competition but questioned the wisdom 
of creating in the public mind the idea 
that price is the big thing to think 
about in buying life insurance. 

Next to food, shelter and clothing, 
expenditures for life insurance are 
probably the largest outlay for the 
average man and he should be encour- 
aged not to think in terms of cheap- 
ness but of what the program will do 
for him in this particular situation, 
said Mr. Palmer. He pointed out that 
automobiles, with automatic transmis- 
sions, power steering and the like, 
are not being sold on a cheapness ba- 
sis and there is no reason why life in- 
surance should be sold on that basis, 
either. One of the worst things that 
could happen, he said, would be for 
the public to buy a certain policy just 
because it looks like a bargain in- 
stead of considering whether it will 
best do the job for which it is being 
bought. 

Recounting why Mutual Benefit de- 
cided to run full page advertisements 
on life insurance costs in the Dec. 8 
issues of the New York Times, New 
York Herald Tribune, Wall Street 
Journal eastern edition, and Newark 
Evening News, he said that some 
months ago one of Mutual Benefit’s 
top agents called on a prospect and 
got a $150,000 application for business 
insurance. But before he could deliver 
it, six agents from other companies 
told the prospect that he had done the 
wrong thing and could have got the 
insurance a lot more cheaply. 

Another Mutual Benefit agent had 
a similar experience. This sort of thing 
is not good for the business, said Mr. 
Palmer. 

Mr. Palmer pointed out that the life 
insurance business’s real competition 
is not within itself but with automo- 
biles, houses and other tangibles. He 
said that the sales record of life insur- 
ance has not been too good in view of 
the rising standard of living and the 
decreased purchasing power of the dol- 
lar. 


Mr. Palmer said that there are two 


“musts” in connection with life insur- 


ance selling. One is a continuing un- 
derstanding of the agent’s market. He 
said he himself had traveled for the 
(CONTINUED ON PAGE 18) 


New Texas Insurance 
Federation Organized, 
But Some Don’t Join 


AUSTIN—Insurance Federation of 
Texas was organized here Monday, 
minus some of the state’s largest com- 
panies and groups and amid expres- 
sions of disappointment by some of the 
leaders promoting the idea. 

All of the 17 differing types of com- 
panies and producers officially in the 
federation found one basis for agree- 
ment, however, and that was to sup- 
port the Texas board of commissioners 
in its plea for a larger appropriation 
and increased personnel to perform its 
duties. The federation’s other main 
purpose is to promote sound public re- 
lations. 

Travis T. Wallace, president of 
Great American Reserve, Dallas, was 
elected president. Other officers are: 
Vice-presidents, Austin F. Allen, presi- 
dent Texas Employers and Employers 
Casualty, and E. J. Reeves Commercial 
Travelers Casualty; secretary, James 
Harris, Houston Title Co., and treas- 
urer, Steve Barker, South Texas 
Lloyds. 

Companies and groups represented 
on the board of directors are: Stock 
fire and casualty companies, legal re- 
serve life companies, mutual assess- 
ment companies, Lloyds, credit com- 
panies, mutual fire and casualty com- 
panies reciprocals, burial associations, 
fraternals, farm mutuals, county mu- 
tuals, title carriers, Texas Assn. of Life 
Underwriters, mutual life agents, mu- 
tual fire and casualty agents, health 
and accident agents, and independent 
adjusters. Among the non-member 
groups is Texas Assn. of Insurance 
Agents. 

The organization meeting was called 
by Garland A. Smith, life commis- 
sioner and chairman of the board of 
commissioners, who, with Casualty 
Commissioner J. Byron Saunders, first 
urged such an organization last June 
when the so-called “Texas situation” 
developed. 





G. L. Myers, formerly with American 
National and National H. & L. has been 
named president of Modern American 
Life, Dallas. He was responsible for the 
recent reorganization of the company, 
which was chartered in 1928. 
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Life Stock Prices 
Plague Efforts to 
Get Taxes Reduced 


WASHINGTON—The currently high 
prices of life company stocks rose up to 
plague the industry as its spokesman 
here sought a lower federal income tax 
rate. 

At the hearing held by his special 
subcommittee on life company taxa- 
tion, Chairman Curtis said the high 
quotations on life company stocks ap- 
pear to suggest that stock life compa- 
nies are highly profitable enterprises. 

In reply, Claris Adams, executive 
vice-president and general counsel of 
American Life Convention, contended 
that some of these stock quotations are 
“fantastic.””’ He indicated that buyers 
had been fully warned and had nobody 
to blame but themselves for paying 
such prices. Stockholders in 150 life 
companies have lost money, Mr. Adams 
asserted. He said many such companies 
have gone out of business in the last 
15 to 20 years. 

He cited two exceptions in which 
large profits have been made, these 
being Western & Southern and Lincoln 
National. Of the latter company, he 
said it has “not been dumb at all.” It 
is one of the fastest growing companies, 
partly because it went into the rein- 
surance and substandard fields. Re- 
liance Life “had to sell”, Mr. Adams 
said, and Lincoln National paid extra 
over the company’s book value for the 
Reliance agency setup. 

Mr. Curtis contended that values or 
prices recognized in the mutualization 
of some stock companies indicated that 
they were profitable. Mr. Adams did 
not agree. He said this has been the 
first time since 1929 that speculators 
have gotten into life company stocks. 

Haughton Bell, vice-president and 
general counsel of Mutual of New York, 
urged a continuation of the present tax 
formula but said it should be reduced 
to about half the present rate of 64% 
of net investment income. 

Mr. Bell said the most logical theory 
on which to tax a mutual enterprise is 
to levy the tax on undistributed income 
but only at the average tax rate ap- 
plicable to individual policyholders. 

A proposal to tax certain types of life 
insurance dividends, while excluding 


others, was opposed as “discriminatory 
(CONTINUED ON PAGE 24) 








Late News Bulletins... 








Curtis Tax Committee Winds Up Hearings 
WASHINGTON—The special subcommittee on life company taxation of the 
ways and means committee finished its hearings Wednesday afternoon and went 
into executive session. Subcommittee Chairman Curtis, asked by THE NATIONAL 
UNDERWRITER following the hearings, said his committee expires Jan. 3 but that 
a new subcommittee would doubtless be named with Mills of Arkansas, a mem- 
ber of the present subcommittee, as chairman. He indicated it was doubtful that 
his committee would find it possible to make any recommendations to the full 
committee but that his group would probably write a letter along factual lines 


to the ways and means committee. 


Robert L. Hogg, chairman of the industry committee on life company taxation 
and senior vice-president and advisory counsel of Equitable Society, returned 
to the stand Wednesday in opposition to a suggestion that a supplementary tax 
be imposed on term insurance. He said the remedy would be worse than the 


ailment. 
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Life Insurance the 
Heaviest Taxed 
of Private Thrift 


But Companies’ Spokesmen 
Tell Congress Committee 
Present Formula Is Best 


WASHINGTON—The presently used 
flat tax on investment income is “the 
simplest and most nearly equitable 
plan yet suggested” for levying an in- 
come tax on life companies but the 
tax rate of 642% under the formula 
now in force is extremely high and 
constitutes a burden on life insurance 
policyholders and their efforts at 
thrift. 

This was the position taken by the 
companies’ spokesmen, Robert  L. 
Hogg, vice-president and advisory 








Claris Adams 


Robert L. Hogg 


counsel of Equitable Society, and Clar- 
is Adams, executive vice-president and 
general counsel of American Life Con- 
vention, in their formal presentation 
before the ways and means commit- 
tee’s special subcommittee on life 
company taxation, headed by Rep. 
Curtis of Missouri. 

Messrs. Hogg and Adams empha- 
sized that there are more policyhold- 
ers than individual federal income 
taxpayers and the impact and results 
of life insurance tax legislation are 
far more universal than those of any 
other tax law. It should be borne in 
mind, they said, that a tax on life 
insurance is a tax on savings and care 
should be taken that the saver not be 
penalized and individual thrift dis- 
couraged. 

“Life insurance is, we believe, the 
most highly taxed form of private 
thrift in America,” the statement con- 
tinued, pointing out that premium tax- 
es average 2% of policyholders’ sav- 
ings—a capital levy exacted every 
year on the mere process of saving 
one’s own money for one’s own fam- 
ily. 

“It is inerdinately higher than state 
income taxes of other corporations,” 
the statement went on. “It has no 
counterpart of which we know in any 
other field of taxation. The federal 
government levies a tax of 64% on 
net investment. This in turn amounts 
to about 1%% of policyholders’ pre- 
miums. Therefore, every person who 
insures his life is subject to an av- 
erage charge of about $3.50 for each 

{CONTINUED ON PAGE. 20) 
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Ex-FBI Agent Tracy Continues to Get His 
Man, Record as Recruiter Demonstrates 


NEW YORK—Ferreting out the man 
he’s after seems to be a characteristic 
of Manager Gerard B. Tracy of Pru- 
dential in New York City, whether as 
an F.B.I. agent, an ace personal pro- 
ducer, or an agency head recruiting 
men who've averaged $400,000 a year 
production in their first year. This fig- 
ure, incidentally, is nearly twice the 
average new Prudential agent’s first- 
year production. 

New agents are selected only if they 
meet the very high selection standards 
that have been set up. At the same 
time, Mr. Tracy emphasizes that these 
standards are not inflexible. Each re- 
cruit is expected to fit the pattern of 
requirements but if the recruit ex- 
hibits certain highly desirable quali- 
ties, while lacking one or more of the 
specific requirements, he will, never- 
theless, be offered a position. 

As it is for every general agent, re- 
cruiting is a problem for Mr. Tracy. 
He admits that he has no secret for- 
mula for locating excellent recruits. 
He adds that if he did have such a 
source he probably would have to keep 
it to himself. But he only has the time- 
honored means at his disposal. He ex- 
ploits these to obtain the best possible 
recruits for his agency. 

Friends, business associates, clients, 
and other possible contacts are util- 
ized. Classified advertisements in New 
York City newspapers also have been 
used. These did not prove to be too 
successful. In fact, Mr. Tracy was dis- 
appointed with the results of the ad- 
vertisements. He says that to date he 
has had bad luck with classified ad- 
vertisements. He still finds the re- 
ferred leads the best source of recruits. 

Mr. Tracy chooses recruits who are 
able to develop prospects in the ex- 
ecutive and professional fields. Recog- 
nizing that the blue-collar market is 
an excellent source of prospects for 
life insurance, he does not feel, how- 
ever, that his type of agency opera- 


tion warrants selection of agents who 
would cultivate the blue-collar pros- 
pect. He prefers to have the agents 
seek their business among executives 
or the young men who are on the road 
to being executives. 

With that type of prospect in mind, 
Mr. Tracy seeks the recruit with a 
college degree and a law, accounting 
or sales background. The _ recruit 
should desire an occupation with an 
excellent financial future, a future he 
is willing to work for to achieve. 

“Social mobility” is an important 
part of the agent’s make up in Mr. 
Tracy’s judgment. This term, he says, 
implies an ability to meet people and 
to maintain acquaintanceships. It is 
portrayed by the person who has a 
group of friends among his neighbors, 
fellow church members, fellow club 
members, business associates, college 
alumni organization or other social 
groups. The recruit should display an 
“ants in pants” attitude towards the 
requirement of meeting people. 

The recruit should be disturbed 
about his present income. He should 
be successful in his present job, Mr. 
Tracy says, but he also should be 
anxious to make more money. With 
that desire in mind, he turns to the 
sale of life insurance as the field in 
which his abilities will produce the in- 
come he desires. The recruit should not 
in any way indicate he is a failure in 
his present work. He shouldn’t be 
seeking a life insurance sales position 
because he hasn’t made good on his 
present job. He should be seeking the 
life insurance sales job because he 
wants to improve his earnings. 

Mr. Tracy recruits men between 30 
and 40 years of age. The recruit should 
be married and have children. Being 
married is particularly important in 
Mr. Tracy’s estimation because it is 
twice as hard to get a single man who 
will succeed as it is to get a married 
man who will succeed. 








November Brings 32% Gain 


for Provident Mutual 


November was a record month in 
paid for business for Provident Mu- 
tual Life. The high November produc- 
tion amounted to a 32% gain over the 
same month of 1953. The month’s paid 
life business was exceeded by only 
one month in company history. New 
business has jumped 47% during the 
past five years. 





Price Trend Upward, 
Aetna President Says 


The present inflationary period will 
continue during the years immediately 
ahead, Morgan B. Brainard, Aetna Life 
president, told nearly 200 general 
agents and supervisors of Aetna Life 
at a three-day business meeting at 
Hartford. It is apparent, he said, that 
the artificial supports which have been 
placed on the economy are to be con- 
tinued and that it will be some years 
before the natural economic laws are 
allowed to take effect. 

Other speakers on the program were 
Robert B. Coolidge, Henry S. Beers and 
William H. Dallas, vice-presidents, Ar- 
wood Henderson, Roe A. Maier and E. 
H. Snow, superintendents of agencies, 
and Walter J. Kyle, supervisor of agen- 
cy training. 


Opens New Group Office 


John Hancock has opened a new 
group claims field office in Jersey 
City, with Vincent R. Lalacona, for- 
mer assistant manager at the New 
York City claims office, as manager. 


Macfarlane Retires from 
N. Y. Life V-P Post 


After 44 years with New York Life, 
William Macfarlane, vice-president and 
actuarial consultant, will retire Jan. 
31. A native of Scotland and a fellow 
of Faculty of Actuaries in Scotland, 
he came to this country, joined the 
company as a clerk in 1910. 

He has also been chairman of the 
executive committee of Life Insurance 
Guaranty Corp. of New York. 
Throughout the 1920s Mr. Macfarlane 
was concerned with the federal tax 
case which in 1930 resulted in a re- 
fund to New York Life of $6% million. 





Beardsley and Parker 
Join Occidental of Cal. 


Ray H. Beardsley, former assistant 
general agent with Aetna Life in San 
Diego, has been named assistant man- 
ager for Occidental Life of California 
at San Diego. 

Lyman R. Parker, who has been with 
Beneficial Life in Salt Lake City, has 
been named assistant manager of Oc- 
cidental at San Francisco. 


Jaqua Honored by Texans 


A. R. Jaqua, director of Southern 
Methodist Institute, was awarded the 
1954 outstanding achievement award 
plaque of Texas Leaders Round Table 
at a dinner given by the TLRT, an 
honor group of the Texas Assn. of 
Life Underwriters. Travis T. Wallace, 
president of Great American Reserve, 
was the speaker. 

The plaque was presented by Cecil 


W. Murray, Great Southern, Hunts- 
ville, chairman of TLRT. Last year’s 
winner, R. N. Lewis, vice-president 
and agency director of Great National, 
presented Mr. Jacqua a scroll outlin- 
ing his achievements, and John Kehoe, 
Jr., Southwestern Life, Dallas, 
scrapbook of congratulatory letters 
from the nation’s insurance leaders 
and civic leaders of Texas and the 
southwest. 


V-P of Volunteer State 


to Go with Mutual Fund 


CHATTANOOGA—A. E. Archibald, 
vice-president and actuary of Volun- 
teer State Life since 1943 and with the 
company since 1933, has resigned to go 
with Investors Diversified Services at 
Minneapolis as director of management 
controls. Mr. Archibald is an honors 
course graduate in mathematics of Uni- 
versity of Toronto and is a fellow of 
Society of Actuaries. 


Ware Elected at Texas 


Legal Reserve Officials Meet 


Morton Gause Ware of Fort Worth 
was elected president of Texas Legal 
Reserve Officials Assn. at a meeting at 
Austin, and L. B. Hartgrove and R. K. 
Abbrat, both of Houston were named 
directors. 

Members reaffirmed support of the 
six-point legislative program adopted 
last summer. The program includes 
compulsory examination of all compa- 
nies operating in Texas, regulation of 
insurance stock sales, broadened pow- 
ers for the board of commissioners and 
other insurance reforms. 

A talk made by Garland Smith is 
reported on page 11. 


Athletics Pay Off Loan 


to Connecticut General 


Connecticut General has received a 
final payment of $1.2 million of a $1,- 
750,000 loan to the American League 
baseball club of Philadelphia. The 
company released its mortgage on the 
Connie Mack stadium and its assign- 
ment of the Athletics franchise, which 
is being moved to Kansas City. 


Republic National Life 


Promotes Roy Wehrle 


Roy M. Wehrle has been advanced 
from assistant vice-president of rein- 
surance to vice-president and director 
of reinsurance field service for Repub- 
lic National Life. 

Mr. Wehrle was director of agencies 
for George Washington Life, and later 
became general agent in West Virginia 
for Pan-American Life. He was ap- 
pointed deputy insurance commission- 
er of West Virginia in 1949 and joined 
Republic National Life three years ago. 
An army veteran, Mr. Wehrle attended 
the University of North Carolina. 


~ 























At the Institute of Life Insurance 
meeting in New York City: George 
Willard Smith (left), chairman of 
New England Mutual Life, and Lau- 
rence F. Lee, president of Occidental 
of North Carolina and a past president 
of the U. S. Chamber of Commerce. 


Want Bias Against 
Insured Pension 


Plans Eliminated 


WASHINGTON—President Carro| 
M. Shanks of Prudential and Execy. 
tive Vice-president Dennis M. Warters 
of Bankers Life of Iowa urged the 
Curtis subcommittee on life company 
taxation to seek the reduction of the 
present tax discrimination against in. 
sured pension plans as compared with 
the trusteed variety. 

Mr. Shanks said that the present fed- 
eral income tax amounts to about 
1/12% of the considerations for insured 
pension plans and on top of an aver. 
age state premium tax of 2% this 
amounts to about $3.50 for each $100 
of consideration. 


In connection with life insurance in | 


general, Chairman Curtis asked Mr, 
Shanks whether life companies return 
to policyholders the full amount of 
surplus. Mr. Shanks said this is the 
practice and is what the companies in- 
tend to do. 

Mr. Warters emphasized that the tax 
differential between insured and un- 
insured plans is really a discrimination 
against the small business man, since 
it is usually only the larger firms that 
can utilize the uninsured plan. 

J. Raymond Tiffany, general counse] 
of the National Small Business Men's 
Assn., also stressed the discriminatory 
effect on the small business man who 
wants to set up a retirement plan for 
his employes. 

E. J. Schmuck, general counsel of 
Acacia Mutual, who was introduced by 
former Sen. Lucas of Illinois, offered a 
formula for taxing mutual life com- 
panies based on their full free invest- 
ment income—income above _ that 
needed to meet reserve assumptions— 
on a company-by-company basis, with- 
out any averaging “or any other arti- 
ficial formula.” He said stock compa- 
nies should be taxed on total net in- 
come. 

Mr. Schmuck presented figures 
showing how the present 64%2% plan 
works for different companies. For ex- 
ample, they showed that in 1951 Con- 
necticut Mutual Life paid 47% of what 
it would have paid if the free invest- 
ment income basis had been in use, 
while Fidelity Mutual paid 309% of 
what the free investment income basis 
would have called for. In 1952, the fig- 
ure was 44% for New York Life and 
Connecticut Mutual and 220% for Fi- 
delity Mutual. In 1953 it was 40% for 
New York Life and Connecticut Mu- 
tual and 212% for Fidelity Mutual. 

’ Mr. Schmuck said there would be a 
greater amount of free investment in- 
come in the future than at present. 


S.M.U. Institute Names 


Same Officers as ‘54 


Southern Methodist Institute has re- 
elected all officers, with the exception 
of L. Mortimer Buckley, Dallas gen- 
eral agent for New England Mutual, 
who was named chairman of the ex- 
ecutive committee. The officers are: 

President, Travis T. Wallace, presi- 
dent of Great American Reserve; vice- 
president and director, A. R. Jaqua; 
executive associate director, E. C. 
Gaines; vice-president, Ford Munner- 
lyn, vice-president of American Gen- 
eral; secretary-treasurer, Clarence 
Skelton, vice-president and director of 
agencies, Republic National. 








American Investors Life of Dallas 
has declared a 100% stock dividend 
payable Dec. 31. The company in 1951 
paid a 300% dividend. It was organ- 
ized in 1948 with $25,000 of capital 
$15,000 surplus. 
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Dynamics Theme of 


N. W. Mutual Meet 

Between five and six hundred North- 
western Mutual agents from 14 east- 
ern states and the District of Columbia 
are expected to attend the company’s 
eastern regional meeting at the Wal- 
dorf-Astoria, New York City Jan. 3-4. 
The program will emphasize dynamic 
aspects of the life insurance business. 

Speakers will include President Ed- 
mund Fitzgerald; Grant L. Hill, vice- 
president and director of agencies; Dr. 
Marcus Nadler, economic consultant 
to the Hanover Bank of New York; 
Vice-president Howard J. Tobin, 
Northwestern Mutual; Senior Actuary 
Elgin G. Fassel; Actuary Victor E. Hen- 
ningsen, and Charles B. McCaffrey, 
director of advanced underwriter 
training. 

Agents to be featured on the pro- 
gram are Kenneth H. Mansfield, Bar 
Harbor, Me.; Owen W. Eames, John A. 
Birch, and E. Benjamin Redfield Jr., 
all of Boston; Hugh J. Thompson Jr., 
Charleston, W. Va.; Franklin J. 
Vaughn, Utica; Ernest D. Haseltine, 
Haverhjill, Mass. and Ben S. McGiver- 
an, Chicago. 


Cardinal Spellman’s 
Father Paid-Up at 96 


William S. Spellman, 96-year-old 
father of Francis Cardinal Spellman, 
Archbishop of New York, recently re- 
ceived checks for the face value of his 
paid-up life insurance policies with 
Union Central Life and New York Life. 

The elder Spellman, who lives with 
his son-in-law and daughter, Mr. and 
Mrs. George Garrity, at Abington, 


[ 
> 
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Edward Livingstone, left, and 
Charles H. Kerrigan, center, both of 
the Boston agency of Union Central 
Life, turn over to William S. Spell- 
man, 96-year-old father of New York’s 
Cardinal Spellman, a check for the full 
amount of the elder Spellman’s paid- 
up life insurance policy with Union 
Central. Mr. Spellman also received a 
check for a paid-up policy with New 
York Life. 


Mass., received the Union Central 
check in payment for a policy which he 
took with the company in 1900. At that 
time he was operating a grocery in his 
native town, Whitman, Mass. 

New York Life paid Mr. Spellman 
for a policy which he took with that 
company in 1903. 

Mr. Spellman still enjoys good 
health and his daughter reports that he 
goes out for a ride every day. His son, 
= cardinal, incidentally, is 65 years 
old. 


Open Denver Group Office 


‘Mutual Benefit H.&A. and United 
Benefit Life have opened a group in- 
surance office at Denver, with John A. 
Stewart, formerly. group representa- 
tive at Chicago, in charge. 

The office will be in the United 
States National Bank building. 





Shaffer Named Agen 
V.-P. by Acacia Mutua 


Harry J. Shaffer of Fort Wayne, Ind.° 
has been named agency vice-president 
of Acacia Mutual, effective January 1. 
Mr. Shaffer, formerly second vice- 
president and manager of agencies of 
Lincoln National Life, has more than 
28 years experience in life insurance. 

He began in insurance as a special 
representative for Union Central Life 
at Akron, O., in 1926, later being pro- 
moted to district manager and, in 1936, 
to assistant superintendent of agencies. 
In 1945 he became agency vice-presi- 
dent for both Paul Revere Life and 
Massachusetts Protective Assn. 

He joined Lincoln National in 1950. 


Aid Assn. for Lutherans 


Names 3 General Agents 


Aid Association for Lutherans has 
named three district representatives as 
general agents, effective January 1. 

Fred M. Dietrich of San Gabriel, 
Cal., succeeds H. F. Friedrichs, who 
will retire after having been with the 
association since 1925. Mr. Dietrich 
joined A. A. L. in 1939. 

Forrest Winters, Fort Atkinson, Wis., 
with the association since 1945, re- 
places H. C. Moeller, also retiring. Mr. 
Moeller joined the association in 1928. 

Erwin Tobeck of Hopkins, Minn., 
will take over a newly created agency 
serving part of Minneapolis and near- 
by counties. He joined A.A.L. in 1948. 


Franklin Life Sales Up 


New paid sales for Franklin Life 
during November (excluding annui- 
ties) reflected a gain of 22.2% over the 
same month last year. From Oct. 18- 
Nov. 30, the sales representatives paid 
tribute to President Chas. E. Becker in 








a nationwide birthday campaign which 
set an all-time record with sales of 
$63,250,645. 

Special emphasis was placed on the 
wives’ participation in their husbands’ 
sales activities, and each week Presi- 
dent Becker called the homes of four 
or five agents to discuss with the wife 
her husbands’ sales activities. Those 
who could answer his questions re- 
garding their husbands’ sales record 
were awarded merchandise credit 
points for their personal use. Forty-five 
wives won merchandise prizes. 

The theme of the contest was “Start 
Packing” to coordinate with the com- 
pany’s highly successful four-month 
“Chance of a Lifetime,” contest which 
will culminate in a European or Ha- 
waiian trip for the winner and his wife. 


New York Life Opens 


New Pittsburgh Branch 


With the opening of a second Pitts- 
burgh office, New York Life estab- 
lished its 15th new branch this year 
and brought its total to 146. George W. 
Ferrick is manager and Thomas W. 
Henry assistant manager. The original 
Pittsburgh office has moved to 1 Gate- 
way Center, 420 Fort Duquesne boule- 
vard. 








Republic National Advances 
Hale to Agency Post 


Robert P. Hale has been named as- 
sociate director of agencies of Republic 
National Life. Mr. Hale, formerly brok- 
erage manager, has had 15 years in 
life insurance as a producer, supervisor 
and brokerage manager. 





Detroit Buyers Hear Spencer 

E. M. Spencer, assistant treasurer of 
Detroit Edison, spoke on “Trends in 
Pension Plans” at the December meet- 
ing of Insurance Buyers Assn. of De- 
troit. 


<The 
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TWENTY TIMES AN HOUR 


More than twenty times an hour... 


more than 


five hundred times a day—that's how often, on 
the average, a new Commonwealth Life policy 
was sold during 1953. 


We salute all Commonwealth Fieldmen for this 
impressive production rate. We salute them, too, 
for their tremendous contributions to our com- 
pany’s growth—a growth which has seen Com- 
monwealth’s volume of insurance-in-force double 
in the past six years, quadruple in the past twelve 


years. 


INSURANCE IN FORCE, December 1, 1954—$775,614,129 
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Mutual Benefit Life 
to Build New Home 
in Downtown Newark 


NEWARK—Mutual Benefit Life will 
erect its new home office building in 
downtown Newark, facing Washington 
Park. 

The announcement disposes of the 
possibility that the company might 
move, when it vacates its present 
building at 300 Broadway, to an out- 
lying part of Newark or to one of the 
nearby suburbs. These were considered, 
along with a downtown location, when 
the decision to sell the present build- 
ing, announced several weeks ago, was 
reached. 

The announcement said the decision 
had been reached after a long and 
careful study to determine the possible 
advantages of a suburban location. 

The site of the new home office is on 
North Broad street, between the New 
Jersey Bell Telephone Co. and the 
North Reformed church. It is one of the 
most attractive plots in downtown 
Newark, located in an area of fine of- 
fice buildings. 

Number of floors has not yet been 
determined but the new building will 
be highly functional in design, with 
extreme flexibility to make for effi- 
cient operation, allow for anticipated 
growth, and be readily marketable if 
the company should ever have to make 
another change. 

The main plot, on which the home 
office will be constructed, extends 
from Broad street through to Atlantic 
street and comprises about 53,000 
square feet. In addition, property has 
been acquired between Atlantic street 
and McCarter highway, where the 
company will provide ample parking 
facilities for employes and visitors. Al- 
together the land to be used, including 
two corner sites, covers an area of 
about four acres. 

Mutual Benefit’s plans extend be- 
yond the construction of the new 
building and envisage the renovation 
of the surrounding area, including the 
erection of commercial buildings in the 
southeast and northeast corners of 
Broad and Bridge streets. These build- 
ings will harmonize architecturally 
with the new home office. After com- 
pletion the entire perimeter of Wash- 
ington Park will consist of attractive 
institutional-type buildings. 

Mutual Benefit Life executives ex- 
plained that before a decision was 
reached to build in the heart of the 
city, there was a careful evaluation of 
alternate locations in the suburbs. The 
company purchased 150 acres in a sub- 
urban area and still holds that proper- 
ty. Separate studies made by the com- 
pany and by firms engaged by the 
company disclosed that the advantages 
of a city site outweighed other con- 
siderations. 

Factors favoring downtown Newark 
are its major airport, five railroads, a 
network of modern highways, and co- 
ordinated bus services, making it a 
central location for the daily flow of 
visitors. 

Of no less importance was the per- 
sonnel angle. Any relocation would of 
necessity complicate and add to the 
time and cost of their transportation, 
resulting in the ultimate loss of many 
valuable and experienced people. 

Investigation disclosed that the ex- 
perience of certain companies that had 
moved from urban areas bore out the 
board’s judgment. The new home office 

(CONTINUED ON PAGE 24) 





4 


HeNATIONAL UNDERWRITER 


December 17, 1954 





Writing Letters You Don’t Have to Write 
Builds Good-Will and Heightens Prestige 


“Letters you don’t have to write,’ 
that is, letters sent on some occasion 
when they are not expected, build a 
tremendous amount of good will and 
at the same time improve writing style 
for letters you do have to write, Max- 
well C. Ross, director of advertising of 
Old American of Kansas City, observed 
at Chicago Direct Mail Day. 

Mr. Ross suggested typical openings 
of letters for occasions such as: 

1. When someone is ill: “I’m cer- 
tainly sorry to hear that you’re laid 
up in the hospital for an operation. I 
hope it won’t be too many days before 
you are back at your desk, ready to 
go.” He further suggested that a book 
or magazine sent to a person who is 
ill is an especially effective good-will 
builder. 

2. When there is a death of someone 
close: “You’re going to miss Jim—and 
so are we. Things won’t seem quite the 
same without him. But I know that Jim 
will long be remembered as one of 
the best friends our company ever 
had.” 

3. When a daughter or son gets mar- 
ried or a new baby arrives in the 
family: “I understand that you have 
a brand new member in your family 
now. I’m sure it will be a mighty im- 
portant milestone in your life.” This 
usually brings new insurance needs 
into the picture and in many cases, it 
will mean new business to the agent, 
he said. 

4. When people move into town: 
“Welcome to Winnetka. We sincerely 
hope you’ll like it here, and if there is 
anything we can do to help you get 
located, please let us know.” Inci- 
dentally, this is an excellent source of 
new business for any concern, accord- 
ing to Mr. Ross. 

5. When a customer is elected or ap- 
pointed to some important club or civic 
office: “I’ve certainly heard some nice 
things about the work you have done 
for the association, and I was particu- 
larly glad to see that they have elected 
you vice-president for the coming 
year.” He said, “We don’t do this often 
enough. I don’t know why—unless it’s 
because we're afraid we’ll wind up on 
a committee.” 

6. When some product or service 
pleases you: “Usually people only 
write letters like this when they have 
something to complain about, but I 
wanted to take just a moment to tell 
you how pleased I was with....” 

As a result of the frequent writing of 


letters that don’t have to be written, 
Mr. Ross said a person will learn to be 
himself and put his true personality 
in his letters. Secondly, he'll get rid 
of the old-fashioned phrases that clut- 
ter up so many letters. 

From questions that had been asked 
him for hints on good letter writing, 
Mr. Ross chose a few examples that 
he felt would interest his audience. 
One of the most frequently asked was 
“Should I write as I talk?” 

He said a lot depends on “what you 
talk like. If you talk like Arthur God- 
frey, what you say would look mighty 
spooky in print. Of course, if you talk 
like Arthur Godfrey, ycu don’t have 
to worry what you sound like—I per- 
sonally think that writing good letters 
is based on a happy combinaticn of 
both writing and talking naturally.” 

Q. “Is there any sure-fire way to 
get a letter to sound friendly?” A. 
“Write as you would talk into a tele- 
phone—nct to a personal friend, but 
to a business acquaintance. Just pre- 
tend that you have a telephone in 
your hand and are carrying on a 
one-way telephone conversation. An- 
cther thing you can do to make your 
letters sound more friendly is to use 
the person’s name in the body of the 
letter.” 

Q. “Is there any one special trait 
of human nature that will help a per- 
son write better letters?” A. “It’s sort 
cf a burning desire to be appreciated. 
To some people, appreciation means 
more than money. One way to learn to 
appreciate people is simply to put 
yourself in their place. Treat that per- 
son—write to him—or talk to him— 
just as you would like to be treated.” 

Q. “How can I, as a small user of 
direct mail, ever test all the things 
that the big mailers keep talking 
about?” A. “Well, you can’t. You’re 
going to have to go on the experience 
of others for some of the less important 
factors of direct mail, such as the color 
of stock, the kind of postage, etc. List 
all the factors you want to test, rate 
them in order of importance, and then 
test the ones that are most significant 
to you.” 

Q. “Where do you get ideas for 
leads?” A. “One of the best things to 
do is keep a scrapbook or a notebook. 
Every time you see something that at- 
tracts your attention, clip it out or 
write it down.” 

Q. “Why do some people fail when 
they try to sell a product by mail?” A. 
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ILLINOIS MUTUAL'S New Major Medical Expense Plan 
Protects Your Clients against Catastrophic Medical Costs 


Now there is an Illinois Mutvel plan to fit the specific needs of each of 


in addition to many other sales producing policies available, Iilinois 
Mutual's newest policy covers catastrophic medical costs, providing the 
extra money where ond when your clients need it most. The policy covers 
ALL medical expenses in full after the first $500 — $750 or $1000 de- 
ductable expense up to $5,000 — $7,500 or $10,000 with limitations only 
on the amount of daily hospital room and ambulance costs and provides 
for rental rather than purchase of mechanical aids. 


Add this policy to your list of plans and moke your 
Michigan, 


Illinois Mutual Casualty Co. 


HOME OFFICE: 411 LIBERTY ST., PEORIA, ILL. JE EI ls 
E. A. McCord, President, C. C. Inman, Executive Vice President i 
and hospital insurance since 1910. - 





“Too many people who stick a toe into 
direct mail sort of throw their proposi- 
tion to the four winds. They don’t stop 
to search out the one thing that may 
set their product off from all others.” 

Q. “Can you use form letters when 
you sent those letters you don’t have 
to write?” A. “You can to a certain 
extent. And it’s not a bad idea either, 
for once you have written your letter 
to fit a situation and perfected it to 
the point where it is just tne way you 
want it, you’ll be better off than if you 
tried to dictate something different 
each time.” 


Agent's First Job Is 
to Sell Himself, Norton 
Tells Philadelphians 


The agent’s first job is to sell him- 
self, Paul A. Norton, vice-president of 
New York Life, told a luncheon meet- 
ing of Philadelphia Assn. of Life Un- 
derwriters. Convincing himself of the 
value of what he receives and has to 
offer is the agent’s first step in con- 
vincing others. 

The agent must sell himself on the 
value of his job. Instead of muttering, 
“Prospecting is hard work!” or “I 
couldn’t find gold at Fort Knox!”, he 
should start each day with a positive 
mental attitude—“Prospecting is fun 
and I am a good prospector!” 

A. positive mental attitude should be 
brought to bear on the agent’s con- 
tract, Mr. Norton said. No company of- 
fers high pay without work, but the 
contracts under which agents in this 
country operate are the finest employ- 
ment agreements ever developed by 
any industry. 


Midland National Men Get 
ALC Committee Posts 


C. L. Chase, vice-president, and Alan 
Austin, secretary and general counsel 
of Midland National Life have been 
named to serve one year memberships 
on ALC committees. Mr. Chase is on 
the investment problems committee, 
and Mr. Austin has been appointed to 
= departmental supervision commit- 
ee. 


Pru Promotes 6 in Canada 


Prudential has promoted Wallace 
S. Hutchinson and George F. Gilding 
to manager at Toronto, Marcel Lam- 
oreux to manager at Sherbrooke, Saul 
Silverstone to manager at Montreal, 
Leslie E. Parsons to manager at Sault 
Ste. Marie, and D. Kenneth Lewis to 
manager at Halifax. 

Other managers have been trans- 
ferred, Fred H. Daniels, Stafford Sum- 
ner and H. E. Fryer to Toronto, and 
Saul Kotler to Montreal. 


Russell N. Y. Federation V-P 

Frederick D. Russell, president of 
Security Mutual Life of Binghamton, 
was elected a vice-president of In- 
surance Federation of New York at 
the recent annual luncheon in New 
York City. 


Engel Promoted at Milwaukee 

Herbert L. Engel of North American 
L.& C. at Milwaukee has been named 
supervisor there. Mr. Engel is secre- 
tary of Milwaukee Assn. of Life Un- 
derwriters. 


Northwestern Mutual Has Clinic 

Eighteen recently appointed general 
agents of Northwestern Mutual Life 
attended the annual agency building 
clinic and refresher workshop at the 
home office Dec. 13-17. During the 
five-day session each general agent 
personally prepared a 1955 building 
program for his own agency, with 
emphasis placed on recruiting and 
training. They will put their new pro- 
grams into action upon returning te 
their agencies, according to Harold W. 
Gardiner, director of education and 
field training. 


Arrested Ulcer Canés 
Good Mortality Risks 


Ulcers, caught in time, do not neg. 
essarily represent any unusual hazard 
to longevity the Society of Actuaries 
has announced after a study of 15 
years’ mortality experience among 725,. 
000 life policyholders with some known 
health impairment. 

Of the 45,000 cases with a record of 
ulcers, 96% men, those who had been 
medically treated without an opera. 
tion and without having hemorrhage, 
were found to have had a relatively 
favorable mortality experience during 
the years covered. 

However those with a history of sur- 
gically treated ulcers had a higher 
than average mortality experience, 
Those unoperated but with a history 
of hemorrhage appeared to be poorer 
than average risks. Three fourths of 
the cases were duodenal and the rest 
were gastric. 

In another section of the study re- 
garding persons with gall bladder dis- 
orders, indications were that such im- 
pairments were more frequent among 
women than men but where reports 
of the attack were more than three 
years previous to the beginning of the 
study, the mortality rate was normal. 
Cases with an attack within a year or 
two before application for a policy had 
a slightly higher mortality. Policy- 
holders with a history of gall bladder 
defects also showed a slightly above 
average mortality from heart disease, 
which coincides with clinical observa- 
tions. 

A decrease in maternal mortality re- 
lated to pregnancy was also disclosed 
by the study. Women pregnant at the 
time of application between 1945 and 
1949, had an extra first year death rate 
of only .2 per 1,000, above a 10th of 
that 10 years earlier. The extra mor- 
tality was higher at older ages. 


Underwriting Examination 
to Be Held Next May 7 


_ The joint education and examina- 
tion committee of Home Office Life 
Underwriters Assn. and Institute of 
Home Office Underwriters will hold 
another examination on underwriting 
next May. To be eligible a candidate 
must have credit for Life Office Man- 
agement Assn. Institute examinations 
1, 2, 3 and 4, or parts I and II of the 
general proficiency course set by the 
Life Insurance Institute of Canada; be 
actively working in home office under- 
writing; be recommended by a mem- 
ped of either the association or insti- 
ute. 


90-Year Employe Honored 


Miss Catherine McFeeley, 50 years 
an employe of Postal Life, was toasted 
by company officers and employes in 
New York City at a luncheon in her 
honor. George Kolodny, president, pre- 
sented a wristwatch, and Arthur Mil- 
ton, president of Postal Life General 
Agents’ Assn., presented airplane lug- 
gage. At a dinner, other employes gave 
a pearl necklace. This year the com- 
pany, like Miss McFeeley, celebrates 
its 50th anniversary. : 


Occidental Pays Xmas Bonus 


Occidental Life of California last 
week presented Christmas bonus 
checks to all salaried employes who 
joined the company before Nov. 2. 
Half a month’s salary or $100, which- 
ever was smaller, was given all em- 
ployes with a year’s service or more, 
with proportionate amounts for less 
than a year’s service and no payment 
less than $10. 
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Teachers Renominate 
Ackerman and Irwin 


American Assn. of University 
Teachers of Insurance has renomi- 
nated L. J. Ackerman, dean of Uni- 
versity of Connecticut, for re-election 
as president and H. H. Irwin, Wayne 
University, and W. T. Beadles, Illinois 
Wesleyan University, to continue as 
vice-president and secretary respec- 
tively. This is in line with the custom 
of top officers of this organization 
serving two terms. Officers are elected 
by a mail ballot in advance of the an- 


nual convention, which will be at 
Detroit Dec. 28, and there is no opposi- 
tion slate. 

M. J. Pierce, Detroit, executive sec- 
retary Standard Accident, has been 
nominated for the executive committee 
to succeed Paul Abbott, Philadelphia, 
educational director North America. 
Customarily, one insurance man in- 
terested in education, but not strictly 
in academic circles, is on the executive 
committee. ; 

F. J. Schwentker, University of 
North Carolina, has also been nomi- 
nated for membership om the execu- 





representative. 


Agency and 

field underwriting 
opportunities 
available to men 
residing in the 

14 Western States. 





an old 
technique for 
producing 


Nowadays, you hear more people talking about 
new techniques for producing in the insurance business 
...and we think this is fine! But, we'd like to tell you 
about an old technique used by the men at the Capitol 
Life which boosted their income 33.8% during 1953. 

It's an old technique you are very familiar with... 
a sales technique that is best described as being 98% 
perspiration and 2% inspiration. The men at the Capitol 
Life live by this technique which is why they are successful. 
However, quite often we find a new man who rates high 
on the “perspiration” side of the equation but doesn’t do 
so well on the “inspiration.” That’s where we step in. 

When a new man joins the Capitol Life, he gets 
effective sales training that prepares him for the “tough” 
ones. He enjoys the use of proven sales aids along with 
a complete portfolio of competitive contracts with com- 
petitive rates. But we don’t stop there. Every Capitol rep- 
resentative gets better than average first year commis- 
sions, liberal sales bonuses...plus his personal Group 
Life and A&S coverages. These plus benefits along with 
an attractive company Pension Plan is enough to give any 
man the inspiration he needs. Just ask any Capitol Life 
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tive committee, to fill the unexpired 
two years of the term of D. W. Gregg, 
University of Pennsylvania. Dr. Gregg 
asked to resign because H. C. Graebner 
recently came from Butler University 
to the American College of Life Un- 
derwriters at Philadelphia. Since Dean 
Graebner is also a member of the ex- 
ecutive committee, Dr. Gregg felt that 
two men connected with the American 
College should not be on the execu- 
tive committee at the same time. 


Great-West Life Hits 


Record High in November 


Great-West Life with $40,432,112 
of new business in November recorded 
its biggest sales month in history. The 
new high is $2,165,254, or 5.7%, better 
than any previous single month. The 
record brought placed business volume 
to $336,363,068, larger than the total 
for any year prior to 1953. 

Also, eight brarches achieved an 
all-time high: Victoria, Vancouver, 
Toronto-King, Central Ontario, Otta- 
wa, Montreal Dominion Square, 
Montreal Victoria Square and Spo- 
kane, recording their best single 
month’s production. Leading all 
branches in combined placed business 
for the month with a total of $2,666,- 
222 was Earl M. Schwemm’s Chicago 
agency. Winnipeg branch was second 
with $2,163,302, with both branches 
establishing their best November pro- 
duction record. California was third 
with $1,849,780. Other million-dollar 
branches were Vancouver, Montreal 
1, Hamilton and Ottawa. 

Individual sales production honors 
went to Harry Beube of Hamilton with 
$620,338 placed. A CLU, he has been 
among the comp7ny’s 10 top producers 
for five months of this year and is a 
life member of the Million Dollar 
Round Table. 


Gove G. A. Named 


Berkshire Life 
has appointed 
Robert A. Schen- 
kelberg general 
agent at Cleveland. 
He started with 
John Hancock in 
1940, went with 
Northwestern Mu- 
tual, and has been 
general agent at 
Cleveland fer 
Bankers Life of 
Nebraska since 
1946. 











Robert A. Schenkelberg 





Sientz Carr Secretary 


S. Robert Sientz will join Carr agen- 
cy of Continental A-~~1irance in New 
York City as secretary Jan. 1. A mem- 
ber of the New Jersey bar, he entered 
the business in 1946 as a partner of 
Associated Estate Analysts, New York 
City. He is a member of Million Dollar 
Round Table. 





Modern Woodmen Buys Corner 

Modern Woodmen has _ purchased 
the southwest corner of Michigan 
avenue & Huron street now occupied 
by F. W. Woolworth Co. in Cuicago. 
The sale price was rerorted as $1,- 
365,000. The property fronts 78 feet 
on Michigan avenue and extends 225 
feet on Huron to Rush street. 





Amer. Mutual Names Wiedenman 


American Mutual Life of Des Moines 
has appointed W. V. Wiedenman as 
general agent for Madison, S. D., and 
vicinity. He has operated his own gen- 
ae insurance agency in Madison since 





e Central Illinois CLU chapter at a 

joint meeting with CPA’s in the area 

heard a talk by Dr. Charles B. McCaf- 

frey, director of advanced underwrit- 

_. training for Northwestern Mutual 
e. 


Death Rate Drops Again 
to Record Low in 1954 


The 1954 U.S. death rate has 
dropped to an all-time low of 9.2 per 
1,000 population, according to Metro. 
politan Life statisticians, and prospects 
for 1955 are better still. Chief reason 
for the drop has been reduction in 
mortality from tuberculosis (20% less 
than 1951), influenza and pneumonia. 
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NE. Mut’l. Regroups, 
Forms PR Office 


A regrouping of functions wi hin 
New England Mutual’s home offic > in 
anticipation of the year-end retire- 
ments of Walter Tebbetts and George 
L, Hunt, vice-presidents, went into ef- 
fect this week. 

Three major divisions have been de- 
fined in the company activities. The 





J. L. Stearns Philip C. Raye 
insurance administration division will 
be under Vice-president John L. 
Stearns; the fiscal administration and 
policy services division under Philip 
C. Raye, vice-president; and personnel 
and home office services division un- 
der Vice-president John Hill. 

A new department of information 
services has been created with David 
W. Tibbott as director. It will integrate 
the company’s primary communica- 
tins functions of advertising, public 





John Hill 


D. W. Tibbott 


relations and publicity and will be 
responsible for coordination with other 
fields of policyholder relations, sales 
promotion, publications and personnel 
relations. 

Heading the units of the information 
services group are Lee Barrett, whose 
appointment as assistant director of 
advertising was recently announced, 
Francis W. Hatch Jr., public relations 
assistant, and Donald G. Abbott, pub- 
licity assistant. 

Mr. Tibbott joined the company as 
director of advertising in 1939. His 
previous experience includes advertis- 
ing positions with the Boston Globe; 
Batten, Barton, Durstine & Osborn, and 
Curtis Publishing Co. He is a past pres- 
ident of Life Advertisers Assn., has 
just completed a term as a director of 
Assn. of National Advertisers, and has 
py a director of Boston Advertising 
club. 


In the insurance administration di- 
vision, the company has named E. J. 
Moorhead as actuary and David Hall 
as operations officer. Serving under 
Mr. Raye in the fiscal administration 
and policy services division will be 
W. James Lawthers, who has been 
named operations officer of the divi- 
sion. Carlton E. Clift is operations of- 
ficer for the personnel and home of- 
fice services division. 

Mr. Stearns, whose most recent post 
has been vice-president and actuary, 
Jomed the company in 1923. He became 
assistant actuary in 1930, associate ac- 
tuary in 1936, actuary in 1939, 2nd 





vice-president and actuary in 1947, and 


The past five years, Mr. Vrbanich 
has directed operations of the Hemp- 
stead district. He joined Prudential in 
Detroit as an agent in 1937, advanced 
to staff managership in 1943 and to 
manager at Hempstead, N. Y., in 1949. 


secretary in 1946 after military serv- 
ice, 2nd vice-president in 1947 and 
vice-president in 1950. 


vice-president in 1950. 

Mr. Raye joined the company’s ac- 
tuarial department in 1926. He was ap- 
pointed assistant to the underwriting 
vice-president in 1934, and assistant 
secretary in 1940. In 1947 he was elec- 
ted secretary, 2nd vice-president in 
1948 and vice-president in 1950. 

Mr. Hill’s career with the company 
began as a clerk in 1933. He was named 
editor of the field magazine in 1934, 
was put in charge of the educational 
division when it was organized in 1936, 
and was named assistant to the presi- 
dent in 1941. He became an assistant 





Vrbanich Transfers to 
Pru’s Long Island Office 


Ivan Vrbanich has been appointed 
associate director of agencies by Pru- 
dential in the Long Island regional 
headquarters in Brooklyn. He will be 
associated with Emanuel M. Belkin, 
director of agencies, in supervising dis- 
trict offices in Brooklyn, Queens and 
Long Island. 





In Cincinnati Loan Post 


Massachusetts Mutual has promoted 
Henry Bauer to Cincinnati mortgage 
and real estate manager, replacing 
Arthur J. Butterfield, retired. Mr. 
Bauer was assistant supervisor of the 
Pacific coast mortgage and real estate 
office at Los Angeles. 
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Something that Field Men have desired —and wanted for years! 
Most complete, most effective, most-talked-about Career Development 
Plan in the Insurance World today! A time-saver and a money-maker 
for both YOU and YOUR AGENTS ! 


PLUS 








Golden Rule Agent’s Contract 

— attracts strong men — holds your better men — each agent 

you appoint becomes an agency builder for himself and a 
recruiter for you. 


$ Non-contribctory Pension Plan 








— Liberal Disability and Retirement Benefits — up to 
$400 per month. Renewal Income guaranteed for life 
—plus continuation of active Agency Contract if 
desired. 
Money-Making Sales Packages 
Business Building Direct Mail and 
Many Other Agency Building Helps 


PLUS 


Home Office Field-Help in 
Recruiting, Training and 
Building YOUR AGENCY 





BRIGHTEN your TOMORROW by WRITING TODAY 


THE COLUMBUS MUTUAL 


LIFE INSURANCE COMPANY 
Columbus 16, Ohio 


Carl Mitcheltree, Pres, Ben F. Hadley, Vice-Pres. & Sup’. of Agents 
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Texans Stage 
Successful ASH 


Sales Congress 


The Texas Assn. of A&H Underwrit- 
ers sales congress, staged in Houston, 
Dec. 6; San Antonio, Dec. 7, and Dal- 
las, Dec. 8, offered clear cut ideas for 
A&H selling. About 350 A&H men at- 
tended the sessions, presided over by 
the presidents of the local associa- 
tions—J. H. Kirkpatrick, Provident 
Life & Accident, Houston; W. A. Bor- 
den, American Hospital and Life, San 
Antonio, and J. G. Claiborne, Employ- 
ers Casualty, Dallas. 

William G. Coursey, managing di- 
rector of International Assn. of A&H 
Underwriters, Chicago, pointed out the 
value of the association to its mem- 
pers. He described it as a means to 
knowledge and as the only real weap- 
on in the fight against unfavorable 
legislation. 

Charles K. Alexander, Great Nation- 
al Life, also emphasized the value of 
association membership, and described 
membership in the Leading Producers 
Round Table and participation in the 
disability insurance sales course as 
powerful sales factors. 

The association’s service award was 
presented to O. D. Harlan, San An- 
tonio agent and past president of both 
the San Antonio and Texas associa- 
tions, by John Galloway, Provident 
L. & A., who praised Mr. Harlan’s con- 
tributions of time and money to the 
advancement of the A&H business in 
Texas. 

Chester C. Elson of Mutual Benefit 
H. & A., pointed to word power as the 
key to selling, and, using anecdotes 
from his experience to punctuate the 
talk, described the ways in which a 
little more pushing can mean many 
more sales. He urged that agents learn 
to use three more words each day. 

Pointing out the experiences of oth- 
ers who solved personal problems with 
insurance, is one way to sell insur- 
ance, Mr. Elson said, advocating a hu- 
manization of the selling approach in 
order to sell service and not just a 
product. He urged that agents get ex- 
cited over the service they sell. 

After describing the scope and po- 
tentials of A&H, as handled through 
the American Agency System, Mr. 
Galloway in his talk called attention 
to the forces which are threatening the 
system. He cited the efforts of the 
€.I.0. to secure insurance for workers 
without agency or agent commissions 
and similar efforts on the part of state 
and federal authorities for civil service 
workers. 

o . o 

Salesmanship is the answer to these 
pressures, Mr. Galloway said. Success- 
ful selling, he maintained, depends 
upon the attitude of the agent, per- 
sonal preparation, confidence in one’s 
self and the service to be rendered and 
the consistent exposing of policies to 
quantities of people. The successtul 
Salesman must teach the people the 
value of A&H, he said. 

Robert W. Osler, vice-president of 
Rough Notes Co., discussed the ‘“Con- 
tinuance of Income Importance,” de- 
veloping the idea that if it is sensible 
to insure property against loss from 
business interruption it is sensible to 
Msure the worker against interruption 
of income resulting from personal dis- 
ability. 

He denounced the idea that insur- 
ance is a gamble, stating that it is in- 
stead a positive certainty. 

Mr. Osler went into the socialistic 


trends in the business. He emphasized 
the fact that the government does not 
create wealth and whatever the gov- 
ernment has comes from individuals. 
He asserted that when people accept 
subsidies they accept control by gov- 
ernment without due process of law. 
In pointing out the route to success- 
ful salesmanship, R. L. McMillon, Bus- 
iness Men’s Assurance, mentioned that 
the new salesman must use the pres- 
tige of his company to impress the 
prospect favorably. Association mem- 
berships are another aid, he said. 
Mr. McMillon described how agents 


could be helped by others in the bus- 
iness by citing examples from his own 
experience, and again used his own 
case to prove that the appetite for in- 
surance ‘ grows. 

He told of a suggestion by Mr. El- 
son that an appointment never be 
scheduled unless the agent can spend 
15 minutes or more with a prospect. 
When the agent fails to close, it was 
suggested that he leave something, so 
that he may return to pick it up in a 
few minutes. This interim gives the 
prospect time to talk it over with his 
wife, or check the bank account. Peo- 


ple don’t like to let salesmen know too 
much of their business, he said. 


Mass. Mutual Sales Up 


Massachusetts Mutual at the end of 
11 months has exceeded its entire 1953 
ordinary sales total as well as its 1954 
quota, with three new _ production 
records being set in November. More 
than $54 million of new business was 
issued, surpassing the previous month- 
ly record by nearly $2 million. New 
agency and individual monthly highs 
were set by the Simon agency of New 
York City and Daniel Auslander of 
that agency. 









They Really Listen to “Mac” -- 











C. B. McCaffrey tells Northwestern Mutual agents how to tackle underwriting problems. 


a YNAMIC”’ is the word for C. B. McCaffrey. He’s 
Director of Advanced Underwriter Training at 
Northwestern Mutual. Hundreds of agents who’ve 
listened to him can tell you he rates full attention. 
Mr. McCaffrey directs several seaninars throughout 
the country every year. He gives Northwestern 
Mutual agents a real postgraduate course on how to 
solve policyholders’ personal and financial problems, 
using the latest “facts from Washington.” For the 
Annual Meeting of the Association of Agents, he ar- 
ranged to have an attorney in the gallery of the Senate 
report via direct telephone hookup the up-to-date 
progress of the new Tax Bill. 
He’s an editor, too. Periodically he sends out the 
Advanced Underwriting Digest. And if there’s a timely 
topic that rates special attention, you can be sure 


“Mac” and his capable staff, including other attorneys, 
are “right there with the facts.” 

A good example is the Company’s 28-page booklet, 
“Spotlight on the Revenue Act of 1954.”’ It reached 
every member of the field force almost as soon as the 
Bill was made law .. . And it’s always that way. North- 
western Mutual men don’t have to wonder ‘‘what’s 
new.”’ They’re the best-informed in the profession. 

The Company’s Advanced Underwriter Training 
program is typical of the high quality of help North- 
western Mutual provides for its agents. That’s one 
reason why so many of them are consistent winners of 
the National Quality Award. And it’s a reason why 
Northwestern Mutual has 172 of its agents in the 
Million Dollar Round Table—one out of thirteen of 
its full-time agents. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 
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To Join Canada Life 


Frank Bland, National 
Underwriter Coast 
Manager, in New Post 


Frank W. Bland, Pacific Coast man- 
ager of the National Underwriter Co. 
since 1926, is re- 
signing and _ will 
go with Canada 
Life as public re- 
lations manager 
on the Pacific 
Coast. Mr. Bland 
has been advised 
by his doctor to 
restrict his travel 
activities. 

Mr. Bland 
joined the Nation- 
al Underwriter Co. 
in 1916. For a 
time he was in New York and later 
traveled the New England states. He 
was given a permanent assignment a 
few years later in the head office, 
traveling the Ohio and West Virginia 
territory, and in 1926 he was named 
Pacific Coast manager with head- 











Frank W. Bland 


quarters at San Francisco. He was the 
first National Underwriter represent- 
ative stationed on the Pacific Coast 
and for 28 years he has been in charge 
of that territory. 

Over the years, Mr. Bland has be- 
come especially well-known in life in- 
surance circles. For a while he was a 
general agent at Cincinnati for Con- 
tinental American Life. He has done 
a considerable amount of _ public 
speaking before life underwriter as- 
sociations, company conventions and 
sales meetings on the Pacific Coast, 
and has been in demand as a speaker 
for many years. 


Dividend Scale Up 11% 


Confederation Life of Toronto has 
increased 1955 dividend scale by an 
average of slightly more than 11%. The 
increase is applicable to all plans ex- 
cept two juvenile specialties. 








Hancock Blood Donors Honored 

In recognition of Pearl Harbor day, 
John Hancock war veterans in Boston 
honored 47 employes who donated a 
gallon or more of blood to the Red 
Cross blood bank, with six who do- 
nated two or more gallons receiving 
special honors. 
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is the Company's monthly 
magazine, bringing news, in- 
struction, information and 
motivation to its field as- 
sociates. It has been hon- 
ored by awards from the 
Life Advertisers Associa- 
tion, the Freedoms Founda- 
tion, and the International 
=. Council of Industrial Editors. 
Now in its 4! st year of con- 


EQUIOWA is a vital factor 
in the maintenance of close 
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Losing Principal to Save 
Estate Tax May Be Bad 
Bargain, Lundy Says 


Agents have no general license to 
persuade clients to save estate taxes by 
transferring ownership of life insur- 
ance, because the client may come to 
need money more than his estate does, 
Carl P. Lundy, director of Prudential 
field training, told New York City 
brokers at a seminar on the 1954 rev- 
enue act. 

The 1954 law requires, he pointed 
out, that to avoid death benefits, the 
insured must have surrendered all 
incidents of ownership, by which is 
meant that he must surrender the 
right to change beneficiary, the right 
to receive dividends, the right to cash 
surrender value, and so on. He re- 
tains only the right to pay the pre- 
miums. Financial and family affairs 
change, but a policy, once given away, 
cannot be recalled. 

If the decision is reached to give the 
rights of ownership in order to avoid 
estate taxes, he said, the agent must 
be sure that the policy and its pro- 
ceeds are thoroughly given. If the in- 
sured at his death has more than a 
5% reversionary interest in his policy 
or the proceeds, then the proceeds 
are included in his estate. The agent 
should consult with the insured’s at- 
torney to be sure that reversionary in- 
terest will not be a stumbling block. 
It is also essential that the policy not 
be transferred for value, as the bene- 
ficiary would then be obliged to pay 
taxes as ordinary income on whatever 
gain was made on the policy. 


Conlin to D.C. for Monarch 


David T. Conlin, has been promoted 
by Monarch Life to general agent at 
Washington, D. C. He has been with 
Monarch since 1949, and was in the 
navy before entering insurance. In 1952 
he was named agency secretary of 
Monarch. 








Simplifies Group Procedure 
General American Life has simpli- 





—<—<—<——— 


fied handling procedures for group in. 
surance certificates. Certificate holder 
who want to change their name og 
beneficiary will no longer need to 
the certificate to the home office. Gen. 
eral American has provided a simple 
change of beneficiary or change g 
name form which will speed the entire 
procedure. 





Wisconsin Caravan to 


Cover Eleven Cities 


MILWAUKEE—The caravan com. 
mittee of Wisconsin Assn. of Life 
Underwriters, in teams of four, has 
a schedule of 11 meetings in key cities 
throughout the state. E. C. Schroder, 
New York Life, Appleton, immediate 
past president, is general chairman of 
the caravan committee. 

Already held have been meetings 
in Green Bay, Racine, Janesville, 
Manitowoc, Appleton, Sheboygan and 
Waukesha. Others on the schedule are 
Stevens Point, Dec. 17 Eau Claire, 
Jan. 10; Madison, Jan. 17, and La 
Crosse, March 3 

The groups of four, alternating as 
local meeting chairmen, include Mr. 
Schroder; Willard L. Momsen, North- 
western Mutual, Milwaukee, president; 
Carl J. Homann, Mutual Trust, Mad- 
ison, administrative vice-president; 
Richard McGuire, Massachusetts Mu- 
tual, Racine, vice-president; Sy Man- 
nix, Old Line Life, Eau Claire, secre- 
tary-treasurer; William H. Pryor, Con- 
necticut Mutual, Milwaukee, national 
committeeman; A. Jack Nussbaum, 
Massachusetts Mutual, Milwaukee, 
national trustee; F. G. McNamara, Old 
Line Life, Waukesha, Eugene C. Eber- 
sol, North American Life & Casualty, 
Milwaukee, C. W. Tomlinson, Bankers 
Life of Iowa, Madison, past presidents, 
and George J. Laikin, counselor, Mil 
waukee. 





Occidental of California 


Names Hooper at Houston 


Virgil L. Hooper, agency trainer and 
director for American National in 
Houston, has been appointed agency 
manager of Occidental Life of Cali- 
fornia there. Before joining American 
National in 1951, Mr. Hooper was pre- 
viously with Houston Lighting & 
Power Co. He is a World War II 
veteran. 
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Texas Life Men Told 
Department Needs 


More Cooperation 


“Constant tugging and _ pulling” 
within the business hampers regula- 
tory efforts, Life Commissioner Gar- 
land A. Smith of Texas told members 
of Texas Legal Reserve Officials Assn. 
at Austin. Mr. Smith urged closer co- 
operation and more self-policing by 
the companies, and said if there was a 
willingness to cooperate “and a uni- 
versal desire to police the industry’s 
own problems, then the board of in- 
surance commissioners could do a 
much more effective job for the bene- 
fit of the public interest.” 

Mr. Smith predicted that although 
recent Texas failures have been al- 
most exclusively in the fire and cas- 
ualty field, “the forthcoming session of 
the legislature represents a critical 
test of the maturity of Texas life in- 
surance executives.” 

The conduct of insurance leaders 
during the legislative session can 
either convince the public that the 
Texas companies are in sound hands, 
or that the leadership is selfish and ir- 
responsible, he warned. One of the 
major points the commissioner stressed 
to the life people was the need to elim- 


which allows a company to be organ- 
ized for $25,000. 

“The question the : 
answer,” he said, “is whether the lim- 
ited capital stock provision is worth 
it. Is it better to keep the law as it is 
and take the consequences, or is it 
best to change the law and give Texas 
insurance a change to grow without 
being treated as a national scapegoat?” 








Convention Dates 





. 28-29, Life Underwriters Assn. of Canada, 
a Royal York hotel, Toronto, Ontario. 
‘arch 14-16, LIAMA Agency Management 
Nt Edgewater Beach hotel, Chicago. 
March 15-17, LIAMA A&H spring meeting. 
Edgewater Beach hotel, Chicago. 
March 21-24, National Assn. of Life Under- 
writers. midyear, Neil House, Columbus, O. 
March 23, Fraternal Actuarial Assn., spring 
meeting, Commodore hotel, New York City. 
March 24-25, Society of Actuaries, regional, 
Commodore hotel, New York City. 

March 26, Arizona Assn. of Life Underwriters, 
annual, El Conquistador hotel, Tucson. 
April 25-27, LIAMA Combination Companies 
Confererce, the Cavalier hotel, Virginia 

Beach, Va. 

April 29-30, Kansas Assn.\of Life Underwriters, 
annual, Jayhawk hotel, Topeka. 

April 29-30, Iowa Assn. of Life Underwriters, 
annual, Sioux City. 

May 5-6. Ohio Assn. of Life Underwriters, an- 
nual, Shawnee hotel, Springfield. 

May 6, Illinois Assn. of Life Underwriters, an- 
nual, La Salle hotel, Chicago. ‘ 

May 9-10, Assn. of Life Insurance Counsel, 
spring meeting, Greenbrier hotel, White Sul- 
phur Springs, W. Va. 

May 9-11, LIAMA Agency Officers Round Ta- 

ble, the Homestead hotel, Hot Springs, Va. 

May 12, Surety Assn. of America, annual, Ho- 

tel Astor, New York City. 

May 16-18, Canadian Life Insurance Officers 
ssn., annual, Seigniory club, Montebello, 

Quebec. 

May 16-18, Home Office Life Underwriters 

Assn., annual, Sheraton-Brock hotel, Niagara 

Falls, Ontario. 

May 18-20, Life Insurers Conference, annual, 

Broadmoor hotel, Colorado Springs. 

May 20, Colorado Assn. of Life Underwriters, 

annual, the Cosmospolitan hotel, Denver. 

May 26, Wisconsin Assn. of Life Underwriters, 

annual, Elks club, Milwaukee. 

May 27, Wisconsin Assn. of Life Underwriters, 

Sales congress, Elks club, Milwaukee. 

May 30-June 3, National Assn. of Insurance 

Commissioners, annual, Biltmore hotel, Los 

Angeles. 

June 1, Actuarial Club of the Pacific States, 

annual, Coronado hotel, San Diego. 

June 2-3, Society of Actuaries, regional, Hotel 

del Coronado, Coronado, Cal. 

June 3, Tennessee Assn. of Life Underwriters, 
annual, Andrew Jackson hotel, Nashville. 

June 12-13. North Carolina Assn. of Life Un- 

derwriters, annual, George Vanderbilt hotel, 

Asheville. 


June 12-16, Insurance Division of the Special 





inate the limited capital stock law . 


industry must 


Libraries Assn., annual, Hotel Statler, De- 
troit. 

June 17-18, Alabama Assn. of Life Underwrit- 
ers, annual, Muscle Shoals hotel, Sheffield. 
June 27-30, Million Dollar Round Table, an- 
nual, Greenbrier hotel, White Sulphur 

Springs, W. Va. 

Aug. 2-5. National Insurance Assn., annual, 
Hollenden hotel, Cleveland. 

Aug. 22-26, National Assn. of Life Underwrit- 
ers, annual, Jefferson hotel, St. Louis. 

Aug. 17-20. Federation of Insurance Counsel, 
annual, Sheraton Park hotel, Washington, 


Aug. 25-28, Texas Life Convention, annual, Na- 
cional hotel, Havana, Cuba. 


Sept. 26-28, Bureau of A&H Underwriters, an- 


nual, Mount Washington hotel, Bretton 
Woods, N. H. 
Sept. 26-28, National Fraternal Congress of 








business 


its ne 


The New Auditorium 





The New Theatre Seating for 400; inclined floor; stage 34’ 
by 16’; orchestra pit; dressing rooms. 


The GRE 


» AUDITORI 


The nation’s fin 


America, annual, Royal York hotel, Toronto, 
Ontario. 

Sept. 26-28, Life Office Management Assn., an- 
nual, Edgewater Beach hotel, Chicago. 

Oct. 5-7, Society of Actuaries, annual, Shera- 
ton-Mount Royal hotel, Montreal, Quebec. 
Oct. 11-14, American Life Convention, annual, 

Edgewater Beach hotel, Chicago. 

Oct. 19-21, Assn. of Life Ins. Medical Direc- 
tors, Statler hotel, New York City. 

Oct. 26-38, Institute of Home Office Under- 
writers, Kentucky hotel, Louisville. 

Nov. 7-11, Life Insurance Agency Manage- 
ment Assn., annual, Edgewater Beach hotel, 
Chicago. 

Nov. 19-20, Pennsylvania Assn. of Life Under- 
writers, George Washington hotel, Washing- 
ton. 

Nov. 


28-Dec. 2, National Assn. of Insurance 


and prof ession 


est and mos 


1 ilities 
resort meeting facil 









Accommodates 1,075 at meetings; 860 for 
banquets. 72’ wide by 112’ long. Stage 
42’ by 20’; orchestra pit, dressing rooms. 


ENBRIER invites leading 


al groups to ¢n0) 
UM WING 


t modern 

























Commissioners, midyear, Commodore hotel, 
New York City. 


Dec. 11-12, Assn. of Life Insurance Counsel, 
winter meeting, Waldorf-Astoria hotel, New 
York City. 

Dec. 14-15, Life Insurance Assn. of America, 
annual, Waldorf-Astoria hotel, New York 
City. 





Emerick Elected at Dayton 


New president of Dayton (O.) Man- 
agers and General Agents Life Assn. 
is Samuel W. Emerick. Other officers 
are Nathan P. Paulus, vice-president; 
Thomas H. Gillaugh, secretary-treas- 
urer, and C. E. Drury Jr., director for 
a two-year term. 






























Exterior of 
Auditorium Wing 



















Various sized 
smaller meeting rooms 





or inquire 
JU 6-5500 


New wing air-conditioned throughout 





WHITE SULPHUR SPRINGS 


White Sulphur Springs 110 


White Sulphur Springs 166 


For detailed information, address: 


of Greenbrier offices in New York, 588 Fifth Avenue, 
* Boston, 73 Tremont Street, LA 3-4497 « Chicago, 
77 W. Washington Street, RA 6-0625 « 
Building, RE 7-2642 
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Group Plans Big Part of Nation’s 
Protection, Pay $3 Billion Annually 


Group insurance is now a part of the 
protection program of a large share 
of the nation’s families, according to 
Life Insurance Assn. of Azmerica’s 
annual survey of group coverage 
written by life, casualty and A&H 
companies. 

Over-all group premiums have more 
than tripled in the past eight years 
and premiums for group A&H have in- 
creased nearly six times. The most 
widely held group coverage is group 
hospital expense and group surgical 
expense protection with about 34 
million persons covered. 

The new major medical has had the 
most rapid rate of growth of all group 
plans. It now covers 1,042,000 under 
650 master contracts. 

Group A&H weekly indemnity cov- 
ered 18,739,000 on Jan. 1, and group 
AD&D included 11,834,000. Group 
life covered 25,359,000 employes with 
an additional 711,000 under dependent 
coverage. Group creditor’s life covered 
13,546,000 borrowers, and wholesale 


life covered 279,000 employes. Group 
annuities were held by 3,013,000 per- 
sons with an eventual annual income 
of $193.9 million. 





Northwestern Mutual 


Agents Attend Seminar 


More than 60 agents who represent 
Northwestern Mutual Life in eight 
midwestern and western states at- 
tended the company’s advanced under- 
writing seminar Dec. 8-9 at Omaha. 

Six home office training specialists 
led the seminar discussions, which cen- 
tered around the effects of the 1954 
tax law on life insurance. Heading the 
training staff were C. B. McCaffrey, 
director of advanced underwriting and 
assistant secretaries Verne J. Arends 
and Theo P. Otjen. 





Two Companies Finance Center 


Teamwork between two major life 
insurance companies—Connecticut 
General Life and Pacific Mutual Life— 
lies behind the financing of one of the 
nation’s largest planned shopping 








The President’s Club. of 
Kansas City Life Insur- 
ance Company is com- 


life under- 


posed of 
yearly 


writers whose 
record is outstanding. 
With these stories of 
its officers we pay 
tribute to the entire 
organization for the 
fine effort it has made 
to make life insurance 
the splendid vocation 


hat it is. 
that it is anal 


Today Kansas City Life Insurance Com- 
pany offers the ambitious man more 
opportunity than ever. Today the Com- 
pany has more than one billion dollars 
of life insurance in force—an achieve- 
ment made possible by the members 
of the President’s Club, to all of 
whom we pay tribute here. 


KANSAS CITY LIFE INSURANCE CoO. 


Broadway at Armour, 






<4 One Company Man 
With Cwo Success Stories 


Ic was January of 1931 when this young man started 
looking for a job with a future. Prospects weren't too 
bright in that depression year, but he found what he 
wanted—a chance to sell life insurance as an agent of 
the Kansas City Life Insurance Company, The years 
since have proved that his choice was a sound one, for 
it brought him not one, but two successes. 


In ten years, he had become one of the outstanding 
young life insurance men in a state noted for its life 
insurance men—but the war interrupted his career. He 
entered the army and the same outstanding ability that 
lifted him to the top in the life insurance business won 
him an important post with the air force. 


In 1945 he returned to life insurance—and in the first 
14 days back on the job, he wrote business amounting 
to more than $75,000. That year, and every year since, 
he has qualified for membership in the President's Club 
and has been its president on two occasions. In 1953, 
he set a Company production record, writing a volume 
of nearly $2,500,000, He has been a qualifying member 
of the Million Dollar Round Table for seven years and 
is the holder of practically every Company and national 


Kansas 








City, Missouri 





centers, the 39-acre $18 million Hills- 
dale shopping center now in mid-con- 
struction at Hillsdale, Cal., in the heart 
of the San Francisco peninsula. It is 
believed that this cooperative financ- 
ing is the first of its kind where a ma- 
jor regional shopping center is con- 
cerned. Parking facilities will surround 
the giant project and acommodate 3,- 
500 automobiles. In addition, 1,900 cars 
will ultimately be cared for by con- 
struction of an upper deck, concen- 
trating all parking near the stores and 
shops. 





Bills Succeeds Sanders 


in San Antonio Post 


Equitable Society has appointed 
William R. Bills, former assistant man- 
ager in the A. D. Hemphill agency, 
San Francisco, as manager in San 
Antonio. He succeeds Lawrence M. 
Sanders, who resigned for reasons of 
health. 

The San Antonio agency has been 
enlarged to include the Corpus Christi 
territory. H. T. Hamilton, who has been 
manager there, will remain as district 
manager. 


Named by Pan-American 


James N. Palencia has been ap- 
pointed supervisor, Latin-American di- 
vision of Pan-American Life. He was 
with Barton, Pilie, Jones & Wermuth, 
certified public accountants in New 
Orleans, as staff supervisor and has 
traveled extensively in Central Amer- 
ica. 


Jeff. Standard Branch to Move 


Jefferson Standard Life’s Greens- 
boro, N.C., branch will move next July 
from the company’s home office build- 
ing to its own home to be built at Bat- 
tleground avenue and _ Bellemeade 
street. Construction will start immedi- 
ately and the foundation will accom- 
modate up to 10 floors to allow for 
future expansion. 








—— 


$1 Billion Sales in 11 
Months, Equitable, N.Y, 


New ordinary sales of $1 billion, 
highest 11-months record in its 95-yegy 
history, has been attained by Equitable 
Society. This is an increase of about 
7.6% over the same 1953 period. 





Monumental Life Names 
Frederick W. Niemeyer 


Monumental Life has appointed 
Frederick W. Niemeyer as an agency 
exccutive. Mr. Niemeyer started with 
the company as an agent in 1934 at 
Pittsburgh. Since that time he has been 
in agency operations and has held 
managerial positions since 1937. 


A. W. Bandel Promoted 


Arthur W. Bandel has been advanced 
to manager of the 
Colonial Life of. 
fice at 2315 Broad- 
way, New York 
City. Manager at 
Syracuse since 19- 
52 he replaces 
Thomas W. Davis, 
who will manage 
the San Juan, 
Puerto Rico, office 
with Mario Pinedo, 
former manager, 
there, as associate 
manager. Mr. Ban- 
del joined Colonial 
in 1938. 








Arthur W. Bandel 





e Joseph K. Dennis Co., Chicago group 
insurance counsellors and administra- 
tors, has enlarged, air-conditioned and 
modernized its quarters at 1027 in- 
surance Exchange building, Chicago. 
Two additional offices were opened in 
California and Florida as service units. 


lI 


A WELL-BALANCED COMPANY 


Low Cost Policy 


Fidelity’s new low cost policy, the Fidelity Special, 
has created a remarkable sales record since 
its introduction several months ago. 


This policy, written $15,000 minimum, carries a very 
; low cost with low premiums, substantial 
dividends and high cash values. 


It has raised a large number of normally $10,000 sales 
to $15,000 or more. Thus far, $23,400 has been 
the average . . . combined with Term Riders, the 
average has been much higher. Written sub-standard 
as well as standard . . . commission rates the 
same as for the Company’s regular Ordinary Life. 
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LIFE INSURANCE COMPANY 
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Buyer Lists Rules for Small Store 
to Follow in Handling Its Insurance 


Ernest L. Clark, assistant treasurer 
of the J. C. Penney Co., and long prom- 
inent in insurance buyers circles, pre- 
sented some sound advice on insur- 
ance to the smaller stores division of 
National Retail Dry Goods Assn. at its 
annual convention. The pitfalls in the 
insurance program of small stores may 
be in lack of, incomplete or overlap- 
ping coverage, or failure to observe 
some of the requirements of the con- 
tracts. It is impossible to aniicipate 


Names Doty, Quartararo 


General Agents in Tex. 


Elmon W. Doty and Vincent J. Quar- 
tararo have been appointed general 
agents of Pan-American Life in Beau- 
mont, Tex., and surrounding territory. 
Both have been with the company sev- 
eral years as associates to the late T. 
N. Whitehurst, who was general agent 
in Beaumont more than 22 years. 

Mr. Doty has been in insurance more 
than 15 years and is recognized as one 


Elmon W. Doty V. J. Quartararo 

of the outstanding salesmen in Texas. 
He has been a member of the top pro- 
duction club of Pan-American, the Dy- 
namo Club, every year since he joined 
the company. A member of Texas 
Leaders Roundtable, Mr. Doty is a past 
president of Beaumont Life Under- 
writers Assn. and is a past director of 
Texas Assn. of Life Underwriters. He 
has won the national quality award 
and has been a member of Pan-Amer- 
ican’s 101 club every year since he 
joined the company. 

Mr. Quartararo entered life insur- 
ance in 1947. He is a graduate of 
Southern Methodist university institute 
of insurance marketing where he re- 
ceived an achievement of merit for 
outstanding production. He is a member 
of Million Dollar Round Table, has 
been a consistent winner of the nation- 
al quality award, is a member of the 
101 club, the Dynamo club which he 
served as president in 1953, and is a 
past director of Beaumont Assn. of Life 
Underwriters. 

Both Mr. Quartararo and Mr. Doty 
have won trips to the company’s con- 
vention at Hollywood Beach, Fla., in 
January by qualifying in the highest 
qualifiers bracket. 


N.C. Insurer to Convert 


Certificate holders are expected to 
approve a plan, unopposed at a public 
hearing before Commissioner Gold of 
North Carolina, to convert State Hos- 
pital Assn. of Tarboro, a hospital serv- 
Ice corporation, into a stock A&H com- 
pany. The holders will vote Jan. 21, 
the date of their annual meeting, on 
the plan, which is the second to be 
Submitted by the association. The first 
was rejected by Mr. Gold. 

This would mark the first such con- 
version in the state. A 1953 act per- 
mits conversions if interests of certifi- 
cate holders are protected. The 12,000 
holders would receive one share of $1 
Par value common stock free and a 
humber of shares of $1 par value 4% 
Preferred stock (non-voting) equiva- 
lent to each member’s proportionate 
Interest in the reserve, the proportion 
being based on premiums paid. 


what these might be, because it is only 
when something happens that they are 
found. 

On welfare coverages, a basic ax- 
iom for the storekeeper is not to sub- 
scribe to any insurance progams which 
are not within his full control. 

Contracts covering the store’s own 
employes should be covered under its 
own contracts, not carried by out- 
side organizations of any type. If 


the store is so small insurers will not 


| was dumb about Women -— 


Yours for Life 


write welfare benefit insurance as a 
single unit, he suggested it join with 
other small units to get the group cov- 
erage, but on the basis of multiple in- 
dividual policies, rather than as one 
contract covering all of the stores. 

In that way, the store is alone re- 
sponsible for the experience, rates, 
conditions of coverage, option to con- 
tinue or discontinue insurance, etc., 
including payment of premium. 

Be careful in granting welfare bene- 
fits to employes solely on the basis of 
rates that might be quoted at the be- 
ginning of a new contract. Experience 
has shown that it takes about three 
years to develop an accurate rate for 
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benefits allowed. This rate reflects the 
amounts of losses that insurer has to 
pay. If the amount of losses is exces- 
sive, the store’s costs are going up or 
the coverage is going to be reduced. It 
is always difficult to take away cov- 
erages once employes have enjoyed 
them. Better grant small welfare ben- 
efits and increase them. The number 
of employes, sex, age, and very often 
community conditions affect the cost 
of welfare benefits. Seldom are two 
areas exactly the same. It takes about 
four years to develop a trend in costs. 
These facts should be borne in mind 
when negotiating or offering welfare 
benefits. 


Then I got some good ideas from the wise old birds at 

Union Casualty and Life. Now I’m feathering my nest and I don’t 

give a hoot whether prospects are men or women — or juveniles, either. 

If you’d like to be wise about women — and men and juveniles, 

too — find out about Union’s complete Life and A & H portfolio 
and get all of Uni sa’s unusual promotional aids. 


Roy A. Foaw, Vice President and Director of Agencies 


A network of General Agencies throughout Union's 16 states is 
presently in formation. A few choice territories are still available. 


NION CASUALTY AND 
LIFE INSURANCE COMPANY 


17 East Prospect Avenue, Mount Vernon, New York 
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Atlanta Insurance 
Men and Educators 


Form Committee 

ATLANTA—Insurance_ education 
advisory committee, composed of edu- 
cators and insurance executives, has 
been organized in Atlanta. Dr. Ken- 
neth Black Jr., chairman of the insur- 
ance division of the school of business 
administration, Atlanta division, Uni- 
versity of Georgia, was elected chair- 
man. 

The Atlanta division of the Univer- 
sity of Georgia, has been cooperating 
with the insurance industry in the 
organization and operation of insur- 
ance educational activities. 

The new committee will provide 
representation for all important organ- 
izations concerned with insurance edu- 
cation in the Atlanta area. Review 
classes for the national CLU and 
CPCU examinations are being offered 
at the division and the division is also 
cooperating with Insurance Library 
Assn. of Atlanta which sponsors 
courses for Insurance Institute of 
America. 


Enrollment in the insurance divi- 


sion has increased 594% over that of 
1952. The number of students seeking 
a degree with an insurance major has 


increased 104% in the past year. 

Members of the insurance education advi- 
sory committee are: Dr. Black; Spencer S. 
Brewer, president Southern Casualty & Sure- 
ty Assn.; S. Russell Bridges, president Pied- 
mont Life; Louis F. Bunte, president Atlanta 
Life Underwriters Assn.; Rankin Burns, 
president Southern Life of Georgia; Zack D. 
Cravey, Georgia commissioner; R. Howard 
Dobbs, Jr., president Life of Georgia; Ruther- 
ford L. Ellis, president Southern General; 
George DuR. Fairleigh, executive secretary 
Atlanta Assn. of Insurance Agents; John S. 
Greenfield, president Dixie chapter of CPCU; 
Elliot Haas, president Atlanta chapter of CLU; 
A. L. McDonald, president, Georgia Assn. of 
Mutual Insurance Agents; George E. Manners, 
dean school of business administration, Atlan- 
ta division, University of Georgia. 

Also, James P. Poole, president Life Insur- 
ance Trust Council; W. W. Sampson, manager 
Southeastern Underwriters Assn.; I. M. Shef- 
field, Jr., chairman Life of Georgia; Gordon 
Siefkin, dean school of business Emory Uni- 
versity; Dr. George M. Sparks, director At- 
lanta division University of Georgia; Hanley 
Stockton, president Insurance Library Assn.; 
James H. Taylor, president, Atlanta Assn. of 
Insurance Agents; James M. Thurman, presi- 
dent Managers Club, and Varney S. Ward, 
vice-president southern division Liberty Mu- 
tual. 





Ill. Insurance Group Makes Tour 
Twenty members of Illinois Insur- 
ance Society made up of majors at Un- 
iversity of Illinois spent two days in 
Indianapolis visiting life insurance 


“the feeling 1s mutual” 


There is a mutual feeling of confidence and respect 
between American United Life’s agency department and 
its field force. It is the result ofa simple matter of attitude. 


Agency brass hats are respected by the field, be- 
cause they are successful life insurance men, right off 
the firing line. On the other hand, ideas and suggestions 
from the field are encouraged and acted upon by the 
agency brass, because they know that no one group has 
a copyright on ideas. Agency people get out and call on 
the field—and they listen as well as talk. 


This attitude has opened up a two-way street of 
sound sales ideas, built on a harmonious relationship 
based on mutual appreciation of abilities and has resulted 
in new records of quality business for American United 


Life. 


Assets over $100 mill ons, insurance in force over $550 millions 
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AMERICAN UNITED LIFE INSU 





ANCE COMPANY 


Home Office, Fall Creek Parkway at Meridian Street 


Indianapolis, Indiana 





company home offices, agencies and 
publishing houses. The group was in 
charge of Prof. Robert Hedges, son of 
the late Bert Hedges, Business Men’s 
Assurance, Wichita. 


J. K. Dennis Co. Shifts 
Eleven in Chicago Office 


Joseph K. Dennis Co., group insur- 
ance counsellors and administrators, 
Chicago, has made several additions 
and promotions to key positions there 
as follows: F. T. Friday, E. G. Hilde- 
brandt and J. H. Rader, vice-presidents 
association group division; C. H. John- 
son, manager office operations; M. E. 
Mobeck, assistant-secretary-treasurer; 
P. E. Scott, manager records division; 
E. E. Needham, manager underwriting 
division; I. K. Anderson, M. J. LaBen- 
da and R. M. Vartabedian, group serv- 
ice division secretaries; and C. J. Sa- 
bell, group service division assistant. 

President Joseph K. Dennis recently 
celebrated 30 years in the insurance 
business. Prior to organizing the Den- 
nis Co., which now covers all of the 
U. S., its possessions, Canada, Mexico, 
Hawaiian Islands, Cuba and the West 
Indies, he was vice-president and di- 
rector of agencies for Continental 
Assurance. 


Conn. Mutual Cancels 
Korean War Clauses 


Connecticut Mutual has cancelled all 
war clauses in policies written during 
the Korean war, attributing this to 
improvement in the international situ- 
ation and decreased demand for cover- 
age from service personnel. Limited 
amounts of unrestricted coverage are 
available to non-aviation military risks. 


U. S. Life Names Daley 





Cliff Daley has 
been appointed 
United States Life 
general agent at 
Jamaica, N. Y. 
Joining Equitable 
Society in 1946, he 
went to a Manhat- 
tan Life agency in 
1950 as assistant to 
the general agent. 


Cliff Daley e 








Pru Names Miller in Jamaica 


Howard M. Miller, former staff man- 
ager of the University Heights district 
of Prudential in New York City, has 
been named head of the Jamaica, N. Y., 
district office. He fills the vacancy cre- 
ated by the continuing illness of Fran- 
cis J. Engel. Mr. Miller joined the com- 
pany as an agent in 1930 and was pro- 
moted to staff managership in 1931. 





Occidental Promotes Group Men 

William P. Hesse, Denver, and A. 
J. Occhipinti, New Orleans, have been 
promoted to assistant regional group 
managers by Occidental Life of Cali- 
fornia. Mr. Hesse joined Occidental 
in 1952 as group service representa- 
tive at the home office, and this year 
transferred to Denver. Mr. Occhi- 
pinti joined the company in New Or- 
leans in 1951 as group service repre- 
sentative, and a year later was named 
group sales representative. 





Austin Tex., Managers Meet 
Thomas F. Crosson, assistant man- 
ager of Austin, Tex., social security 
office, was speaker at the Austin Life 
Managers Club in November. 





Beneficial Standard Plans Roundup 


Celebrating the most _ successful 
year in its history, Beneficial Stand- 
ard Life will be host at Palm Springs 
Dec. 27 to 30 to its regional managers 
of 30 states and Hawaii. Keynoting 
the meeting will be E. D. Mitchell, 
chairman; O. S. Pattiz, president; J. C. 
Earle, executive vice-president, and 
J. N. Mitchell, secretary-treasurer. 
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makes it possible 
for YOU to: 


¢PLAN your group 
sales activity 

¢ SELL your own 
prospective clients 


° UNDERWRITE 
your own groups 


° BIND your own 
cases without delay 


Ever lose an important Group 
case because of delay at the 
home office? Start working 
with SALES ROBOT! Here 
are the simplified tools, plans 
and rules that put you in 
charge of 90% of your own 
cases, enable you to “quote on 
the spot!” Get the facts on 
SALES ROBOT ... one look 
and you’ll agree—a new hori- 
zon in Group volume awaits 
you. 


Stop groping... 
start GROUPING! 


Write now to your 
U. S. Life general agent or to 


THE 
(Ue WE'D Savas 


LIFE INSURANCE CO. 
IN THE CITY OF NEW YORK 


' the United States Life Insurance Co. ! 
84 William St., N. Y. 38, N. Y. 
Dept. NU 12-17 
Gentlemen: Please send us complete 
information on the Sales Robot and 
Group Selling. 
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Pru Management Gets Optimistic Economic 
Forecast as Aid in Mapping 1955 Operations 


In planning 1955 operations, Pru- 
dential’s field and home office man- 
gement will have the support of a com- 
prehensive economic study indicating 
that spending throughout the country 
during 1955 for all goods and services 
may reach a record $370 billion, top- 
ping 1953 by $5 billion and well above 
the $356 billion estimated for 1954. 

This and other surveys are prepared 
by Dr. Gordon W. McKinley and his 
staff of economists, now a part of the 
company’s new planning and devel- 
opment department. In addition to a 
10-year projection to find out where 
the company would be at the end of 
1964 if it continued on its present 
trend, the economists make regional 
and city analyses of income, popula- 
tion trends, and other developments 
which can be used by the company 
to plan new agencies, consolidations, 
personnel changes, and sales cam- 
paigns. 

In the report on 1955, it was made 
clear that the predicted record busi- 
ness will not be accompanied by run- 


away explosive boom conditions, as it 
would not be the result of either heavy 
inventory accumulations or excessive 
government spending. 

Summing up major developments 
expected in 1955 with those of this 
year, the report forecasts: 

1. A rise of $9 billion in consumer 
spending. 

2. Continuation of existing levels of 
government (combined federal, state 
and local) spending. 

3. Continuation of stability in con- 
sumer prices, although there may be 
some tendency to inch upward later in 
the year. 

4. An increase of at least $5 billion 
of business spending because inven- 
tories are expected to remain constant 
throughout the year rather than de- 
cline as in 1954. 

5. Continuation near the present 
high level of business capital expendi- 
tures. 

6. Spending on new home construc- 
tion close to the 1954 all-time record 
of $13.5 billion. 








D. C. Commisioners Give 


‘Beneficials’ Rough Time 


WASHINGTON—District of Colum- 
bia board of commissioners has ad- 
vised at least one of 14 beneficial as- 
sociations of federal civilian employes 
that have group coverage with Shen- 
andoah Life to inform the members of 
alternatives that can be taken under 
the new government group life law. 
Mrs. May Kieny, secretary of Munici- 
pal Employes Group Insurance Assn., 
the one contacted by the commission- 
ers, has said her organization has no 
reserve fund and members’ fees or 
dues barely met monthly payments to 
Shenandoah. 

The alternatives mentioned by the 
commissioners are: The associations 
could stay in business, risking neces- 
sity of increasing premiums and de- 
creasing membership; they could go 
out of business, dividing funds or as- 
sets among members; or they could 
transfer their assets to the government 
program, which then will continue 
coverage for retired employes and 
those separated from the government 
but not for employed workers. 

It is understood that many members 
of beneficials have dropped out and 
are taking advantage of the govern- 
ment group plan, under which the em- 
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World’s Only Recorder of its Kind 


WALKIE-RECORDALL 
8-LB SELF-POWERED BATTERY RECORDER 


UCL Liataaiay Records noiselessly in or out of closed 
aT LLTE ACR uey briefcase, containing hidden mike while 
* PICKS UP WITHIN walking, riding, flying. Conferences, lectures, 
60 FT RADIUS dictation, 2-way phone. Permanent, unaiter- 
* VOICE ACTIVATED able, indexed recording at only 3c per hr. 

SELE START. 106; MILES REPRODUCER CO., INC. 

812 Broadway, N. Y. 3, N. Y. 
Dept. NUL 






*NO WIRES OR PLUGS 














MANAGEMENT 
CONSULTANTS 














O’TOOLE ASSOCIATES 


Management Consultants 


To Insurance Companies 
Established 1945 
P. O. Box 101 Queens Village, N. Y. 


Phone — Hollis 4-0942 











ploye pays 50 cents per month per $1,- 
000 coverage graded up to $20,000 ac- 
cording to salary. Most beneficials 
charge $1 per $1,000 per month with 
a limit of $3,000. 


Abell Retires, Pacific 
Mutual Names E. A. Ellis 


C. T. Abell, San Jose, Cal., general 
agent for Pacific Mutual Life, has re- 
tired after 23 years. He took over the 
San Jose agency in 1934. The business 
and territory previously served by his 
agency will be handled by E. A. Ellis, 
San Francisco general agent, with 





C. T. Abell E. A. Ellis 


Don Fulghum, agency supervisor, in 
charge of the San Jose office. The 
Ellis agency plans intensive develop- 
ment for the newly acquired San Jose 
territory. 

Mr. Abell will continue with Pacific 
Mutual in San Jose in serving the 
needs of his personal clients. 





Manhattan Life Leaders 


Winning agencies in their respective 
groups, in Manhattan Life’s October 
paid-for business contest, are Sobel, 
Philadelphia; Hoffman, Buffalo; Flem- 
ing, Portland, Ore.; Campbell, Sacra- 
mento, Cal.; Fuerst & Porter, Pitts- 
burgh, and Warren, Cleveland. The 
awards marked the start of the three- 
month “Early Bird’? campaign to sti- 
mulate early qualification for the 
Manhattan Club. 





Cerf Agency Sets Record 


Cerf agency in New York City posted 
a total November paid-for production 
exceeding $1,700,000 to set a 110-year 
high in State Mutual Life agency 
monthly production. Franklin F. Staf- 
ford, perennial member of Million Dol- 
lar Round Table, led the agency for 
the month with $495,000 and is com- 
pany top man in the company for the 
year to date. As of Dec. 1 the agency 
was first in the country for the com- 
pany. 








Continental Assurance 

permits corporaiions io make 
use of settlement options, if it is 
for the ultimate benefit of the 
insured or his family, subject only 
to very few common-cense 
exceptions. In many instances, 

it results in substantial 

tax savings. 


FREE 
MONOGRAPH 





SETTLEMENT OPTIONS 






available to corporations 


‘ 
Life Insurance 


Settlement Options 





CORPORATE USE OF SETTLEMENT OPTIONS 


Write for your copy today 


Continental Assurance Company 
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EDITORIAL 


Keep Employes Sold on Benefit ricas 


Recently we witnessed the first 
showing before a general insurance 
brokers’ group of the United Air Lines- 
Connecticut General sound-and-color 
movie produced to keep UAL personnel 
aware of the very real values provided 
by their employe benefit program. The 
film was shown by Connecticut Gen- 
eral’s Larkin agency in New York City. 

The film is extremely well done, of 
professional caliber throughout. Such 
a production is not cheap but it is 
easy to believe that it is proving highly 
effective in conveying to United’s em- 
ployes in an unforgettable way the 
help that a comprehensive benefit plan 
stands ready to provide in various 
types of personal emergency involving 
sickness or accident. 

The “story line” is not complicated 
but it serves to hang the film together 
A junior executive is thinking of quit- 
ting to take another job with more 
salary. His boss shows him how the 
benefits under UAL’s various group 
coverages provide him with insurance 
and retirement income that would 
cost him vastly more than the salary 
increase he’d get by switching jobs. 
Each type of hazard covered is il- 


COMMENT 





lustrated by a filmed incident, the 
whole thing adding up to an impres- 
sive proof of what the employer is pro- 
viding in the way of “fringe” benefits. 
One of the greatest problems con- 
nected with employe benefits is the 
tendency of the employes themselves 
not to appreciate what they are getting, 
often forgetting to include these bene- 
fits when comparing the present job 
with a pasture that looks greener. Not 
every employer has as good a story 
to tell as United Air Lines. Never- 
theless, it seems as if the movie tech- 
nique might well be used to advantage 
far more than it is now to keep em- 
ployes solid on group coverages—and 
on the employer that provides them. 
Employers’ outlays for “‘fringe bene- 
fits’ have reached such fantastic 
figures in recent years that the word 
“fringe”? seems no longer appropriate. 
When this amount of money is being 
spent—or rather invested—in employe 
benefits, it seems only the rart of good 
business sense to, pay out a little more 
to make sure the expenditures for 
tnese benefits yield the maximum in 
employe morale and reduced turnover. 








PERSONALS 


Thurman G. Overson of Minneapolis 
was named a director of Lutheran 
Brotherhood to fill the unexpired 
term of the late Herman L. Ekern of 
Madison, Wis., co-founder. Mr. Over- 
son, a member of Lutheran Brother- 
hood for more than 20 years, has been 
active in church work throughout his 
life. 





Rodney B. Wilcox, comptroller’s as- 
sistant of Connecticut General Life, 
has been elected a representative in 
the Connecticut assembly. He has been 
with the company 20 years. He is vice- 
president of Insurance Accounting & 
Statistical Assn. 


Philip H. Bentz, director of public 
relations of Philadelphia Life, was a 
featured speaker at the annual meet- 
ing of Hote! Sales Management Assn. 
at Miami Beach. An expert conven- 
tion organizer, his topic was, “Mem- 
ory’s Fine but Memos Are Better”. 


Leroy A. Lincoln, chairman of Met- 
ropolitan Life, will head the New York 
1955 Red Cross campaign. In 1953 he 
was national chairman. 
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DEATHS 


HAROLD C. DAVIS, 54, Colonial 
Life manager at Syracuse, died. He 
had just been transferred to Syracuse 
from Jamaica, N.Y., where he had 
been field manager. 





JOHN E. WOODY, 62, a district 
manager of Home Beneficial Life for 
24 years, died at Richmond, Va. He 
had been associated with the company 
more than 40 years and recently had 
been manager of Richmond district 
No. 2. 


GEORGE F. HACL, SR., 79, who re- 
tired in 1953 as an agent for New 
York Life at Chicago, died at the 


home of his son, Ceorge Tr. Jr., in 

Princeton, N.J. Mr. Hacl had been 

with the company for 37 years. 
WILLIAM C. WOODWARD, 65, 


general agent at Rocky Mount, N. C., 
for Atlantic Lic, dieu. He had just 
completed 42 years of service and had 
served on the company’s board. 








The David Marks Jr. general agency 
of New England Mutual has moved 
to new and larger offices at 1 East 
47th street, New York City. 


Urges 20-to-1 Split 
in Travelers Stock 


A stock dividend and split which 
would result in a 20-to-1 split of 
existing Travelers stock is being ad- 
vocated by Francis W. Hill Jr., 
Washington, D. C. lawyer, who says 
he will propose such action at the next 
stockholders’ meeting. He _ suggests 
the present $100 par value stock be 
split to sell at $5 a share. 

Francis W. Cole, chairman of Trav- 
elers, said the company will go to the 
Connecticut legislature to seek author- 
ity to amend its charter to provide 
for lowering the par value and to 
increase authorized capital, which is 
now $50 million, to $100 million. 





N. C. Dept.’s Chief Deputy 


Resigns; Successor Named 


Charles A. Hostetler, chief deputy 
insurance commissioner of North Car- 
olina since 1952, has resigned. Charles 
W. Lewis, deputy commissioner in 
charge of company operations since 
1949, will succeed him Jan. 15. 

Mr. Hostetler will resume law prac- 
tice at Raeford, N. C. He will be as- 
sociated with his father-in-law, A. D. 
Gore, in the firm of Gore & Hostet- 
ler. Mr. Lewis has been with the 
North Carolina department since 1936. 
He will be succeeded as supervisor of 
company operations by C. C. Duncan, 
senior investigating officer who was 
with Durham Life before joining the 
department in 1946. 





Prudential Names Schweiger 

Kenneth A. Schweiger has been 
named staff manager of Prudential at 
Kenosha, Wis. He has been with the 
agency since 1947. 


Occidental of Cal. 
Passes $5 Billion 
In Force Milestone 


Occidental Life of California has 
passed the $5 billion mark of insurance 
in force, President 
Horace W. Brower 
announced. 
The 48-year-old 
* company on Oct. 
31 had $5,016,072,- 
000 of life insur- 
ance in force, 
made up of ap- 
proximately $3 
billion of ordinary 
and $2 billion of 
group. 
Ordinary life 
sales are running 
$79 million ahead of 1953 at the 11- 
month mark while group life sales at 
the end of November are up $22 mil- 
lion over the same period last year. 
In 1944, Occidental achieved its first 
billion in force, 38 years after it was 
founded, Mr. Brower said. “Five years 
later, we had reached the $2 billion 
mark, but it was only two years after 
that, in 1951 that we reached $3 bil- 
lion. Just a year and a half later Oc- 
cidental had $4 billion in force, and 
now our writings are running along 
at a $1 billion-a-year rate.” 





Horace W. Brower 





New paid production in the Equit- 
able Life of Iowa for November 
amounted to $10,283,370.This brought 
the total production for the first eleven 
months to $115,003,710, and increased 
life insurance in force to $1,355,753,471. 
The Chicago agency, Griffin, Ingram 
& Pfaff, led all agencies. 

















Carrol M. 
Shanks (left), 
president of Pru- 
dential, being in- 
troduced as_ the 
new chairman 
of the Institute 
of Life Insurance 
by the _ retiring 
chairman, 
President Paul F. 
Clark of John 
Hancock, at the 
annual meeting of 
the institute’ in 
New York City. 
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WOMEN— 


Do Not Neglect 


Even For Insurance 
BY DR. HARRY DINGMAN 

Females live longer than males. Ex- 
pectation of life at birth in United 
States (1950) is 72.4 years for white 
females, 66.6 years for white males. 
Women don’t seem to realize that they 
are of the weaker sex. Males outnum- 
per females 106 to 100 at birth, but 
women outnumber men 110-100 at age 
65. More than 90 per cent of them get 
married. More than 60 per cent be- 
come widows: almost half a million 
women every year. Half of these wid- 
ows do not remarry. 

Women buy more than five billion 
dollars of life insurance annually. It 
ought to be more. They own less than 
one fifth of all life insurance in force, 
put they collected over 70 per cent of 
almost two billion dollars paid in death 
benefits (1952). They own more than 
70 per cent of the nation’s private 
wealth. More than 16 million are in ac- 
tive employment for gain. But most 
women are, were, or will be house- 
wives. 

Male death rates exceed female (ap- 
proximately) : 

1% to 1 for cancer 


1% _—scardiovascular-renal affairs 
1% ‘tuberculosis 

1% = appendicitis 

3 accidents 

3 suicide 

3. syphilis 

4 peptic ulcer 

5 alcoholism 


Female death rates exceed male for 
pelvic ailments, diabetes, and goiter. 

Women have strong preference for 
endowment plans of insurance, and in 
many instances that is what they do 
buy and should buy. Wealthy women 
have death tax problems that someone 
must meet. Endowment insurance adds 
to their estates, and taxes to come. 
They prefer ordinary life plans. Bus- 
iness women have occasion to need 
term insurance even as men, and if 
they are indeed business women with 
regular hours away from home, term 
insurance may be their logical buy. 

Assessment of life value of women 
has become easier than of men. Preg- 
nancy hazard is almost nil as an insur- 
ability factor. Extras for childbearing 
are seldom applied in first seven 
months of pregnancy unless there is 
albuminuria, hypertension, or history 
of untoward incident in previous child- 
birth. Annual premium on permanent 
plan of insurance should be insisted 
upon. If extra premium is imposed be- 
cause (say) previous cesarean birth 
suggests subsequent childbirths may be 
same, a single extra of $5 per $1,000 
may suffice. No commission to agent. 


This is an excerpt from 1954 edition of RISK 
APPRAISAL by Dr. Harry Dingman, vice- 
President Continental Assurance Company. 
Acknowledged as authoritative throughout the 
Insurance world—England, India, Japan, etc.— 
more than 800 life, accident and health insur- 
ance companies in U. S. A. and Canada use 
this book as basic text. Million dollar pro- 
ducers consider it their bible. Expensive— 
$12.50, National Underwriter Company—A 
Single placed case pays it’s cost. Another ex- 
cerpt next week. It may be good. Rumor has 
it that the author has fled to South America. 


Business Men's Assurance 
Hits All-Time Record 


Business Men’s Assurance’s Novem- 
ber record was the best in the com- 


{ pany’s 


45-year history. Combined 
A&H, life and group sales were 10.2% 
more than last November, which was 
also an all-time record month. Paid 
life insurance for the month totalled 
$18,640,968 compared with $13,504,209 
last year, a 38% gain. The company’s 
total of life insurance in force is now 
$810,545,739. 


McKinnon and Zalinski 
Agree on Roles of LUTC 
IAAHU A&H Courses 


In an exchange of letters between 
L. A. McKinnon, president of Inter- 
national Assn. of A&H Underwriters, 
and E.L.G. Zalinski, sales development 
vice-president New York Life, the 
role of the A&H course to be given by 
each organization was clarified and 
agreed upon. 

R.L. McMillon, Business Men’s As- 
surance, Abilene, Tex., chairman of 
the disability insurance committee 
of National Assn. of Life Underwriters, 
had charged that a separate A&H 
course given by LUTC would weaken 
IAAHU. 

In his letter, Mr. McKinnon wrote to 
Mr. Zalinski that “there is room for 
two training courses because this phase 
of the insurance industry is growing 
so rapidly.” In reply, Mr. Zalinski, 
LUTC president, said, “Our primary 
concern is to make suitable training 
tailor-made for the needs of agents 
with life insurance companies which 
sell A&H insurance, and particularly 
for the 40,000 who have already com- 
pleted other parts of the LUTC course.” 





Northwestern Mutual Sets 


Two Records in November 


Two new records have put North- 
western Mutual Life in a position to 
surpass the best year ever, its highest 
November sales and the largest total 
for the first 11 months of any year. 

During November the agents sold 
more than $40 million, an increase of 
3% over the Nov., 1946 record. Sales 
for the first 11 months were more than 
$476 million, up 3% over the previous 
11-month record set last year. The best 
year was in 1953, with $519 million 
sold. The new total marks the sixth 
consecutive month the company has 
set a cumulative sales record. 

The C. R. Eckert general agency of 
Detroit led with $1,794,000, more than 
$% million more than its nearest com- 
petitor. 





Prudential Provides Space 


for Houston Art Museum 


Contemporary Arts Assn. of Houston, 
whose building was cut in half to make 
way for new streets, has had new space 
provided for it by Prudential in its re- 
gional home office. 

President Preston Bolton of the mu- 
seum said this is the first time to his 
knowledge that a business has assumed 
the role usually filled by a wealthy 
art patron, that of providing a location 
for a museum. 

Prudential’s Houston building will be 
lengthened 40 feet to provide more 
room for art showings, as well as room 
for a larger business office. 





General American Has 


Record Sales in November 


The highest ordinary production 
month in its history was scored by 
General American Life in November, 
when sales exceeded $10,000,000. The 
new record was set during a non- 
campaign month and was the second 
time in 1954 that all previous monthly 
production records for ordinary life 
sales were topped. 





Mercantile Security Life of Dallas has been 
licensed in Arizona. Offices are in the First 
National Bank building in Phoenix. 


McKinnon Blasts Inroads 
Of Governr-ent in A&H 


The federal government’s tendency 
to move into the A&H business on a 
big scale was assailed by Leonard A. 
McKinnon, president of International 
Assn. of A&H Underwriters, in an ad- 
dress at a meeting of Northeastern 
Michigan A&H U.aderwriters Assn. at 
Bay City, Mich. 

“It has not been shown,” he said, 
“that bureaucrats or government agen- 
cies are able to do a better job than 
private industry. There is no need for 
President Eisenhower’s' reinsurance 
bill, puttin the government into the 
field. This will mean more deductions 
from paychecks and one of the first 
steps toward socialization of insur- 
ance.” 

Mr. McKinnon also traced the histo- 
ry of A&H and noted the great change 
in longevi.y since its beginning. He 
conducted a school for officers and 
committeemen and discussed the an- 
nual sales conference held at East 
Lansing, Dec. 15, under auspices of the 
state association. 





Insurance Field Names 


Maxwell Eastern Editor 


Frank W. Maxwell, for two vears 
with the advertising department of 


Good Housekeeping and previously 
with King Features Syndicate in New 
York City, has been appointed eastern 
editor and advertising director for 
The Insurance Field Co. He will have 
headquarters at Suite 1310, 116 John 
street, and will have charge of pub- 
lication operations for the company 
throughout the eastern seaboard terri- 
tory. He succeeds the late John Wil- 
lenbrock and the late Russell H. 
Rhodes. 


N. Y. City Managers Honor 


Home Office Executives 


New York City Life Managers Assn. 
honored presidents and agency vice- 
presidents of companies represented 
by its membership at its annual dinner, 
which was held in conjunction with 
the annual meeting of Life Insurance 
Assn. of America. 

Guests were introduced by James 
F. MacGrath Jr., U. S. Life, president 
of the association. George P. Shoe- 
maker, Provident Mutual, in charge 
of the dinner committee, was assisted 


by Wheeler H. King, New England 
Mutual. 
Luke Kavanaugh Opens 


Company Consultant Office 


Luke J. Kavanaugh, retired Color- 
ado commissioner, has announced he 
is opening a legal office and will be 
available as a consultant to insurance 
companies. 





Packaged 
Insurance 


Sells 
Faster 


(One of a series) 


THE MACCABEES 
JUNIOR ESTATE BUILDER 


We call this our “Stop and Go” plan. 


It allows parents to build a substantial insurance estate 
for their children at low juvenile rates... Then at 

age 21 the children may GO on with the plan and have 
five times the original insurance protection, with no added 
cost. This amount will be paid up at age 60. 


Or they may STOP payments and receive a choice of 

the following benefits: 

e Paid up insurance equal to about 2% times the 
original face value. 

e Extended term insurance’ for 41 years, 

e Accept a liberal cash settlement. 

Sales Aids—High-powered sales ammunition produces 

qualified prospects and helps close the sale. Direct mail 

material, custom designed for this plan, is FREE to our 





agents in unlimited quantities including all postage costs. 





e. 
e 
. 
° 
e 
e 
° 
e 
e 
e 
° 
e 
e 
e 
e 
° 
e 
° 
e 
e 
@ 
e 
e 
° 
° 
e 
e 
° 
° 
o 
e 
° 
e 
e 
e 
e 
° 
e 
° 
e 
@ 
° 
e 
e 
e 
e 
e 
. 
e 
e 
e 
e 
e 
e 
e 
e 
e 
o 
e 
° 
e 
e 


THE 


| —A 


— a 


as We Sa Oe OO. = i kl —  - O  o O  ) ° 2. 





e We offer excellent opportunities for rapid 
advancement in many territories in the U. S. and 
Canada. Write to Robert 0. Shepler, Field Director, 
for complete information. 
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WHY NOT! 


PROVIDE FULL ACCIDENT COVERAGE 


Our Accident Department is prepared to assisi you. 
EXECUTIVE GROUP & INDIVIDUAL TRAVEL ACCIDENT 
ALL AGE FULL COVERAGE PERSONAL ACCIDENT 
MILITARY & CIVILIAN AVIATION ACCIDENT 
DREAD DISEASE 
INDIVIDUAL CATASTROPHE MEDICAL EXPENSE 


All may be written to provide accidental deain only, or 
death & dismemberment only which may be extended to 
include weekly indemnity and medical reimbursement. 


Servicing Agents and Brokers Exclusively 


Newhouse & Hawley, Inc. 


Underwriting Representatives of Lloyc’s London 


70 Pine Street 
New York 5, New York 


BOwling Green 9-0882 
Teletype: Ny 1-2823 


135 S. LaSalle Street 
Chicago 3, Illinois 
STate 2-1285 
Teletype: CG-1026 
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LIF 


It’s the plan that’s being advertised in national magazines 
reaching millions of American families. It’s the plan inat 
helped United of Omaha break all records with the largcst 
‘ single day’s business in its histcry. For complete informa- 
tion write today to Agency Department, United of Omaha. 
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MORE THAN A BILL.ON DOLLARS LIFE INSURANCE I:; FORCE 





CANADIAN OFFICE: 
TOKONTO 


NEW AND RE- 
TIRING PRESI- 
DENTS of Life 
Insurance Assn. of 
America at the 
annual meeting of 
LIA in New York 
City last week: 
Ray D. Murphy 
(right), president 
of Equitable Soci- 
ety and new presi- 
dent of LIA; and 
Louis W. Dawson, 
president of Mu- 
tual of New York. 


Palmer Discusses Mutual 
Benefit's Policy Cost Ads 


(CONTINUED FROM PAGE 1) 
last three months talking with the Mu- 
tual Benefit field force in an endeavor 
to understand market conditions. 

“We have got to protect the agent’s 
market,” he said. 

The other “must,” he said, is to un- 
derstand the process of selling better 
than ever before. He also deplored 
any idea of letting life insurance 
agents sell mutual fund shares along 
with life insurance. More should be 
done on training agents to develop 
skills, he said. He warned against 
leaning too heavily on salary con- 
tracts, saying that this may be just 
postponing the day of reckoning. 


Better communications are necessary 
in the sales process, said Mr. Palmer. 
He opined that much can be learned 
from the sales techniques of other in- 
dustries, also the public should be in- 
formed of what is being done not only 
through the sale of life insurance but 
through investments. Home office 
personnel should particularly know of 
this, so they can disseminate such in- 
formation in their natural contacts. 


The variable annuity got quite a 
going-over in the symposium. Speaking 
against it was President Claude Ben- 
ner of Continental American Life, 
whose views were reported in the ac- 
count of his talk at the New York City 
Underwriters Assn. in the Nov. 26 issue 
of THE NATIONAL UNDERWRITER. 


Mr. Benner questioned the view that 
there is a long-term inflationary trend. 
He warned against trying to forecast 
the future by projecting past trends. 
He opined that the nation’s tremen- 
dous production capacity would pre- 
vent future inflation, which he pointed 
out is always due to a scarcity of goods 
in relation to demand. Barring war, he 
said, there is nothing to cause a scar- 
city of goods. 


Mr. Benner said he had no objection 
to the sale of the variable annuity but 
expressed opposition to having a life 
company form a subsidiary to sell the 
variable annuity. He said the College 
Retirement Equities Fund that is af- 
filiated with Teachers Insurance & An- 
nuity is a special situation, since it 
does not have to sell to its policyhold- 
ers. 











Noting that the variable annuity’s 
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SETTING 
THE PACE 


WLAC.-TV, Nashville, the 
new television eyes of Life 
and Casualty, has brought 
television to hundreds of 
thousands of people for the 
first time through the 
powerful signal it transmits 
from “THE TALLEST 
TELEVISION TOWER IN 
THE SOUTHEAST.” 


A forward-looking company 
for more than 50 years, Life 
and Casualty has constantly 
expanded its insurance 
services to the present. . . 
now administers well over 
$1 billion of insurance in 
force through 104 district 
offices in 13 southern states. 


Television is but the latest 
example of how we have kept 
pace with the times by 
providing public services to 
the people we insure, 
enriching their lives today 
as well as in the future 
through the instrument of 
life insurance. Our 
constant aim is to be 

of ever greater service. 
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Life and Casually 
Insurance Company of Tennessee 


Guilford Dudley Jr, President 
Home Office. Nashville, Tennessee 





Life Insurance in Force 
OVER ONE BILLION DOLLARS 
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= 
income would of course vary down- 
ward as well as upward, he urged that 
life insurance not risk its fine reputa- 
fin by taking a course based on an 
inflation that may not continue. 

While not coming out as wholeheart- 
edly for the variable annuity as Mr. 
Benner was against it, Haughton Bell, 
vice-president and general counsel of 
Mutual of New York, took a much 
more favorable view of this plan. He 
gid the long-range price trend is 
likely to be up because the govern- 
ment has accepted responsibility for 
full employment and keeping interest 
rates low and this situation focuses at- 
tention on the desirability of a security 
that would vary in income in line with 
the purchasing power of the dollar. 

Mr. Bell said that one reason that 
Teachers got started along CREF lines 
was that university trustees got to 
comparing the earnings on their own 
endowment funds, which included 
stocks usually, with what was being 
earned on the retirement funds held 
by Teachers. One large university 
threatened to withdraw its funds from 
Teachers. 


Mr. Bell said one of the most im- 
portant considerations, entirely aside 
from any long-term future inflation is 
the better yield on stocks and also the 
capacity of well-selected common 
stocks to grow with the economy. An- 
other reason for considering the de- 
sirability of stocks is that there has 
been an increase in the institutionali- 
zation of savings, not just of life in- 
surance but of savings and loan asso- 
ciations and savings banks, so that 
these institutions now have a total of 
80% of the private debt in the United 
States. This has lead to increasing 


' competition for the life insurance type 
| of investment. The result is to make 
' stocks of companies like General Elec- 


tric, with no bonded debt, look more 
attractive than many of the bonds that 
are available. 

Mr. Bell also mentioned the fact 
that the greater maturity of the eco- 
nomy has led to a different public atti- 


‘There Goes The: 
Man We Want! 


Sure, we know that everybody 





wants a “Self-starter”, but 
we’ve got something HE wants 
—a new Direct Contract that’s 
a “natural” for the man who is 
g0ing places and wants to cash 
in on the trip. 





We have an exceptionally fine port- 
folio of standard and special Life 
policies, plus accident, sickness, 
surgical benefit and hospitalization 
coverages. 


DIRECT AGENCY openings in: 
Maryland, Ohio, Indiana, 
Iowa, Kentucky, Missouri, 


Sea. Mississippi and 
ery Arkansas. 
yey) WRITE To: 











J. DeWitt Mills 
‘ Supt. of Agents 


Mutual Savings Life 


5701 Waterman St. Lovis 12, Mo. 

















Speaker and program chairman at 
the Life Insurance Assn. of America 
annual meeting in New York City: 
Cleo F. Craig (left), president of 
American Telephone & Telegraph, 
and Devereux C. Josephs, chairman of 
New York Life. 


tude toward business, while the in- 
creasing willingness of business to give 
investors more information about it- 
self has led to greater confidence about 
investing in stocks. 

Mr. Bell said this whole matter pre- 
sents a serious question for the life in- 
surance business because it has al- 
ways bought dollar obligations and 
paid out dollar obligations. However, 
at present there is no way in which an 
individual can combine an investment 
in common stocks with the annuity 
principle. He mentioned a bill sched- 
uled for introduction in New York 
that would permit the formation of a 
company to sell the variable annuity. 
He said it is important to decide what 
position the life insurance industry 
should take. 


The fourth member of the panel, Ed- 
win C. McDonald, group vice-president 
of Metropolitan Life, discussed the 
place of group insurance in the life 
insurance industry and in the entire 
econo:.y. Using charts that set a new 
standard for clarity and attractiveness, 
Mr. McDonald showed that group in- 
surance was actually a logical out- 
growth of the mutual benefit associa- 
tions that many corporations formerly 
had. The growth of group insurance 
has corresponded quite closely with the 
falling off in the number of mutual 
benefit associations. Some of the as- 
sociations were in existence as far 
back as 1869. Mr. McDonald also men- 
tioned the extremely small number of 
corporations that have group plans in 
which the top limit is above the so- 
called 20-40 limit of the model group 
bill. 

Mr. McDonald showed a map with a 
dozen of the most highly industrialized 
and consequently the most group-in- 
sured cities on it and then cited ex- 
periences of some of the leading pro- 
ducers of non-group writing companies 
to indicate that group insurance had 
been a help rather than a hindrance 
to their production. 


“T see no reason why group insur- 
ance and ordinary cannot move for- 
ward in an atmosphere of mutual re- 
spect and understanding,” he said. 

Acting as moderator was E. M. Mc- 
Conney, president of Bankers Life of 
Iowa. He was introduced by President 
Louis W. Dawson of Mutual of New 
York, LIA president. 


Joins Midland Mutual 


Maurice M. Thomas has been ap- 
pointed assistant director of agencies 
for Midland Mutual Life of Columbus. 





He will be in charge of the n-arket 
analysis and field development pro- 
gram. 

Mr. Thomas was originally a gen- 
eral agent in West Virginia and sub- 
sequently moved to Ohio as state man- 
ager for Northern Life of Seattle. He 
later joined Provident Life & Accident 
as supervisor of the life department 
for the mid-western states. 


Mutual Changes Field Club Rules 

Mutual of New York has changed 
National Field Club rules for 1955 to 
permit optional inclusion of December, 
1954, first year commissions in place 





of January, 1955, first year commis- 
sions. The change is also applicable 
to Top Club, Top Club Round Table, 
and club officer qualification, and is 
for 1955 only. 


Life of Va. Opens 


at Fort Lauderdale 


Life of Virginia has appointed J. 
Jay Barnett and Theodore R. Moore 
co-managers of a new agency at Fort 
Lauderdale, Fla. Mr. Moore was in the 
business in Evanston, IIl., 12 years, and 
opened an office in Miami seven years 
ago. 





Thice Keys 


TO MORE A &H SALES 





selling easier 


Income Replacement Plans with 
following features: 


Lifetime Accident and 
Sickness benefits from 
first day. 


Accidental Death and 
Dismemberment benefits. 


Hospital, nurse's care, 
and ambulance expenses. . 


Sales folders that eliminate 
use of a rate book. 


Folders have application, 
rates, benefits, sales 
proposal in one brochure. 


HIGH FIRST YEAR & 
RENEWAL COMMISSIONS. 





A full program with accident and 
health, hospital expense, and pay- 
check plans to go with a complete 
portfolio of Life insurance. 


"Providing sound coverage at reasonable 


cost through competent representatives” 


4OGS NATIONAL LIFE 


Insurance Company 





: Me wlelars | J 


Interested? We'll be glad to send you the sales material. See for yourself. 


Do the keys fit your agency plans. 





Name. 


: Please send me your A & H sales material. No 
obligation of course. 





Address. 





, nes Was 





City 





General Agencies open in Ohio, Va., 
W. Va., Mich., Kentucky. 
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Life Insurance Heaviest 
Taxed Type of Thrift 


(CONTINUED FROM PAGE 1) 
$100 he saves through life insurance 
just for the privilege of saving his own 
money. This is an onerous burden on 
thrift and one which we believe has 
neither economic nor social justifica- 
tion. 

“Life insurance savings are taxed 
much more heavily here than they are 
either in Canada or Great Britain. We 
cannot reconcile a public policy which 
penalizes family security here as com- 
pared with the more favorable treat- 
ment accorded in other English-speak- 
ing countries, the only other nations 
in which life insurance has attained 
such proportions as to constitute a 
great social force and a valuable econ- 
omic asset.” 

The witnesses also discussed alter- 
native methods of taxing life compa- 
nies. Complicated variants of one of 
these alternatives, known as the “free 
investment income method,” have been 
tried in the past without producing 
satisfactory results. This approach re- 
sults in inequities between companies 
in the amount of taxes they pay and 
produces a steeply progressive artifi- 
cial tax base wholly unrelated to ac- 
tual increases in investment income, 
it was explained. 

Another approach, the “total in- 
come” method, would if enacted be an 
unsound method of attempting to ap- 


ply regular annual corporate taxes to 
the uniquely long-term nature of the 
life insurance business, it was stated. 

None of the alternative methods 
would be as simple or as valid a short- 
term measure of the true investment 
earnings of the companies, or would 
distribute the tax as fairly among 
large and small mutual and stock life 
insurance companies and their pol- 
icyholders as the present method of a 
flat tax on net investment income, it 
was declared. 

Minor changes in the present meth- 
od could also be made to protect very 
small life insurance companies and 
companies that do not earn enough in- 
terest to cover their reserve require- 
ments or cover them only by a nar- 
row margin, it was stated. 

The statement presented by the life 
company organizations said that the 
present act imposing a flat tax at 642% 
on the investment income of life com- 
panies was originally passed as a stop- 
gap measure in 1951. The Treasury 
had proposed a flat rate of 3% as a 
temporary measure previously. 

“The companies had in fact been 
paying a flat tax on investment income 
under the 1942 and 1950 laws at a 
varying rate arrived at by circuitous 
and complicated formulae,” it was 
stated. “Such formulae have proved 
exceedingly unstable. There was much 
opposition in the business to averag- 
ing of reserve interest requirements. 
The Treasury had never endorsed this 
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CALIFORNIA 


IND. & NEB A 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT. President 
Indianapolis - Omaha 


concept. There was criticism of tax- 
ing one company according to the ex- 
perience of others in the Senate fi- 
nance committee.” 

In the interest of simplicity and sta- 
bility, the companies had suggested 
and Congress approved the present 
method of levying a flat tax on their 
net investment income as a “pragmat- 
ic solution to a recurring and vexa- 
tious problem”. 

“Such a plan has several virtues. It 
has the merit of simplicity. It can 
readily be estimated in advance, 
which is an important consideration in 
the operation of a long-term business,” 
the statement said. 

“It is applied to the companies in- 
dividually upon their investment in- 
come and thus avoids the complicated 
and doubtful averaging process of the 
previous law. It distributes the tax 
basically among the companies ac- 
cording to size and constitutes a fair- 
ly equal charge upon policyholders. 
It yields a_ stable, substantial and 
steadily increasing source of revenue 
to the government. 

Messers. Hogg and Adams criti- 
cized the present rate of 644% as “ex- 
tremely high,” recalling that in 1942 
the formula then devised was designed 
to raise an adequate volume of taxes 





from the life insurance business jp 
view of the nature of the enterprise, 
This was in the war period when the 
need for revenue was very great. 
Judging by this standard, the present 
rate is inordinately high. In 1953, life 
companies paid almost five times ag 
much in taxes as they paid in 1943, 
although the business has increaseq 
in the meantime considerably less than 
214 times. 

“We know of no industry in which 
the disparity between present taxes 
and those of the war years is so great 
when related to income,” the life com- 
pany organizations’ statement de. 
clared. 

It went on to say that life insur. 
ance companies differ fundamentally 
from manufacturing and commercial] 
enterprises. They deal in continuing 
contracts, not in commodities current- 
ly produced for present sale at a tem- 
porary price. They differ radically 
from other financial institutions by 
reason of the contingent character and 
the long-term nature of their liabil- 
ities, since a life company may be 
forced to pay the full face value of its 
contract within 24 hours, or it may 
carry the risk for 50 years. It may be 
required to administer and invest the 
savings of its policyholders for them 








WANT ADS 


Rates—$18 per inch per insertion—1 inch mini- 
it—40 


mum. Lim 
Frida 


i werds per inch. Deadline 5 P. M. 
in Chicago office—175 W. Jacksen Bivd 


Individuals placing ads are requested to make 


payment in advance. 


THE NATIONAL UNDERWRITER— 
FE EDITION 


LIFE 








Chicago, at mutual convenience. 





























RON STEVER and COMPANY 


CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 


. H. M. Sarason, F.S.A. 
K. C. Stever, C.P.A. 


Los Angeles and San Francisco 
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Consulting Actuaries 
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CARL A. TIFFANY & CO. 


CONSULTING ACTUARIES 
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Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
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Consulting Actuaries 
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ST. LOUIS KANSAS CITY 
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Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 
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W. J. BARR 
CONSULTING ACTUARY 


HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 


























PENNSYLVANIA 


PERSONNEL DIRECTOR 


The Franklin Life Insurance Company with over 800 employees in its Home Office offers 
the opportunity of a lifetime to the right man. 

Applicants should be under 45 years of age and have background of demonstrated 
success in handling office personnel. We have no interest in factory or industrial experi- 
ence. Salary will be commensurate with talents and experience of selected applicant. 
Applicants will be interviewed either at the Home Office in Springfield, Illinois, or in 


All applications confidential. If interested please reply promptly. 


- FRANKLIN LIFE INSURANCE COMPANY 
Springfield, Illinois 





HOME OFFICE 
OPPORTUNITY 


Excellent opening for office manager of 
Life company in Washington, D. C. Prefer 
a College graduate Ages 30-35 with some 
lay underwriter experience, A&S experi- 
ence desired but not required. Inquiries 
confidential. Complete employment bene- 
fits. Reply with full details to Box C-29, The 
National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Ill. 








AGENCY SUPERVISOR 
WANTED 
Chicago agency for large Eastern Life 
company needs experienced young man to 
help with recruiting and training new 
agents. Base salary, generous bonus on 
own and trainees’ production. Agents fi- 
nanced by Home Office. Opportunity in 


management if qualified. Replies confi- 
dential. Address—C-33, The National Un- 





ASSISTANT ACTUARY WANTED 


Rapidly growing eastern life company has open- 
ing for a young man with at least associate 
membership in Society of Actuaries. Address 
Box C-6, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








REGIONAL GROUP SALES MANAGER 

A leading company in Southern states will open 
a regional group office in Home office area. 
Need aggressive and experienced field group 
manager. Salary plus bonus arrangement. First 
year income in excess of $10,000. In replying, 
please give brief résumé and attach photo. All 
replies in confidence. Address C-8, The National 
i Co., 175 W. Jackson Blvd., Chicago 
. Ilinois. 











derwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 
ACTUARY—WANTED 


Midwest Consulting office has opening for 
young Associate or Fellow. Address Z-73, 
The National Underwriter Company, 175 
West Jackson Boulevard, Chicago 4, Illi- 
nois. 





PENSION CONSULTANT 


Leading firm of pension consultants interested in 
adding an account executive on pension plans. 
Must be familiar with actuarial Ss and 
contract provisions, preferably based on experi- 
ence with an insurance company. Our staff knows 
of this advertisement. Replies held confidential. 

x NY-23, The National Underwriter Co., 99 
John Street, New York 38, N. Y. 








OPPORTUNITY 


for Agency Assistant in Home Office of a 
Southwestern Life Insurance Company. Prefer 
young man with Home Office or Agency experi- 
ence in cost work and office layout. Furnish 
complete personal history in first letter. All 
replies will be treated confidentially. Write 
ox C-25, The National Underwriter Co., |! 

W. Jackson Blvd., Chicago 4, Ill. 

















CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 
Telephone FRanklin 2-3868 
135 S. La Salle St. Chicago 3, Ill. 














FRANK M. SPEAKMAN 


CONSULTING ACTUARY 
ASSOCIATE 
E. P. Higgins 


THE BOURSE PHILADELPHIA 








A & H SALES SUPERVISOR 


Atlantic Life, Richmond, Va., has splendid 
Home Office opportunity for young man with 
A & H and life sales experience to assist Dept. 
Manager. Letters of experience and personal 
history will be considered confidential. 








A & H, LIFE HOME 

OFFICE UNDERWRITER 
Age 41, Male. | diately available. Eight 
yrs. exp. in A & H, Life Home Office Under- 
writing. Reasonable salary requirements. Would 
prefer Central Chicago or near North side lo- 
cation. Address C-34, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 
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or their beneficiaries over many years 
at a guaranteed rate of interest. 

It was also pointed out that premi- 
um charges once fixed cannot be al- 
tered regardless of the duration of the 
risk or change in circumstance, since 
such charges are based upon a fore- 
cast of the probable death rate, esti- 
mates of operating expenses and in- 
vestment experience projected far into 
the uncertainties of the future. 


ACCIDENT & HEALTH 


Cincinnati A&H Men 
Hear William Highfield 


“Where do we go from here?” asked 
William Highfield of Insurance Re- 
search & Review Service, Indianapolis, 
in his address before the December 
meeting of the Cincinnati Assn. of 
A & H Underwriters. He was intro- 
duced by Program Chairman Robert 
G. Myers, general agent of Paul Re- 
vere Life and Massachusetts Pro- 
tective. 

In answering his question, Mr. High- 
field told the meeting: “Our future 
is in your hands.” Training and educa- 
tion are important in the business, he 
said, so that in turn the public can be 
educated regarding A & H. He cited 
attacks upon the business by govern- 
ment agencies and publications, and 
said that the business as a whole must 
“awaken to its public service role.” 
He said that too often government is 
looked upon as a force trying to inter- 
fere with private enterprise, and that 
at least it is a passive institution which 
will fill the vacuum when private en- 
terprise does not do it adequately. 

“Do you understand your contract 
so well that you can interpret its ex- 
act benefits so that there is no misun- 
derstanding?” he asked. “We should 
know not only our own policies, but 
other types of coverages as well.” 

He said there is no such thing as a 
perfect life insurance program unless 
it includes A & H protection. He sug- 
gested that when a prospect asks what 
kind of protection is most important, 
the salesman answer that “all kinds 
are important if you insure the wage 
that pays the premiums.” He stressed 
that continuing income is the most im- 
portant thing in life and said that dis- 
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ability dollars in time of need and 
disability have magnified value be- 
cause then they are the needed dol- 
lars. 

Association members contributed 
toward an annual Christmas welfare 
party for the Hillcrest school for un- 
der-privileged girls. Freda S. Rubin, 
Mutual of Omaha, association secre- 
tary, handled arrangements. President 
M. Carl Shinkle and a delegation from 
the association planned to attend. 


Ernst Bearish on LUTC 
A&H Course Unless Life 
Agents Change Attitude 


Carl A. Ernst, manager of North 
American Life & Casualty at Minne- 
apolis, is immediate past chairman of 
the disability committee of National 
Assn. of Life Underwriters, and a past 
president of International Assn. of 
A&H Underwriters, which sponsors the 
disability insuranee’ sales course 
(DISC). He makes the following com- 
ments on the Life Underwriter Train- 
ing Council announcement that it 
plans to run pilot A&H courses early 
next year and will have full-fledged 
A&H courses for life agents ready in 
1956: 

For the good of society, if the acci- 
dent and sickness course sponsored by 
LUTC accomplishes the much needed 
purpose, I say, fine. If resistance con- 
tinues, though, on the part of many 
life men, much valuable time will have 
been wasted and much money spent 
to no avail. 





e e o 

Research and observation definitely 
indicate that the life man sorely needs 
disability education, but before educa- 
tion and knowledge are attained, at- 
titude must change. 

As a past president of the Inter- 
national Assn. of Accident & Health 
Underwriters, I naturally felt all along 
the DISC course definitely filled the 
bill, but also felt that an open mind 
was not prevalent among the life boys. 
The reason could very well be too 
high a degree of intelligence. In order 
for the majority to admit to having to 
learn something new about a subject 
so fundamental as disability one must 
put pride aside. The thought also 
occurs to me, “Is LUTC entering into 
this venture for selfish reasons?” If 
so, we know that competition certainly 
is the spice of life and as a result both 
LUTC and DISC will continue to en- 
joy excellent growth and usage. 

Knowing the men who participated 
in the development of the accident and 
sickness course of LUTC is knowing 



































tral Life over the last 58 years. 


As a result, one of the most modern office 
buildings in the midwest is now under con- 
struction and will soon house the company 
which has established this enviable record. 


“Where QUALITY is the Keynote” ith wore 
1 CENTRAL LIFE ASSURANCE COMPANY © Des Moines 6, lowa 


New home for a growing company 


Efficient management plus carefully chosen 
and trained personnel have combined to main- 
tain the sound and consistent growth of Cen- 














Central Life offers ambitious 
Life Underwriters and General 
Agency minded men... 


A STRONG COMPANY 
GENEROUS COMPENSATION 
EFFECTIVE TRAINING 
EXCELLENT TERRITORY 






the finest brains in the field and with- 
out having seen the finished product I 
know that the quality and texture of 
the material will be such that our life 
underwriters association can well be 
proud of it. My basic concern with 
both courses available to all men in 
the life and accident and _ sicknes¢ 
business is whether the life man will 
accept and take that which he knows 
is necessary or whether his attitude 
will remain as it has been in the past: 
it = good for everybody else but him- 
self. 

The best of success to the LUTC ac- 
cident and sickness course. 


One of a Series of 
Messages on New Ways 
Midland Mutual Life Helps 


Field Men Increase 
Their Sales 


originated and 
introduced by 


Midland Mutual 
Life Insurance 


Econo-Check 


Revised A&H Digest, 
Supplements Published 


A thorough revision of Digest of A&H 
Laws and Regulations has been pub- 
lished by Bureau of A&H Under- 
writers. It contains a codification of 
all basic regulatory A&H documents, 
the laws and re tions jurisdic- 
tion, and special riders, endorsements 
or provisions required by particular 
jurisdictions. 

The three supplements of the digest 
have also been completely revised. 
Under the revision each supplement 

(CONTINUED ON NEXT PAGE) 
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FOR YOU... 


Installment Premiums at 2'/.% Savings 
ever regular monthly rate 


A “closer” that really clicks! Enables the client to have his insurance on 
the pogeles monthly installment-purchase plan . . . and at the same time 


ata2 


',% savings. That’s what the Econo-Check Plan offers—a simple 


procedure that authorizes Midland Mutual Life to draw monthly checks 
against the client’s account in his own local bank. More convenient! 
Prevents premium lapses! All at a discount, from the savings in paper 
work! Another example of the unique “tools” Midland Mutual Life pro- 
vides their field men for making insurance selling easier. 


If you reside in one of the followin 
states in which we do business an 
would like alook’” at this new way 
of “getting action’ and other points 
of our "field-building” methods, we'll 
be glad to hear from you. 

Ohio, Pennsylvania, New Jersey, West Vir- 
ginia, Kentucky, Indiana, Michigan, IIli- 
nois, California, lowa, North Carolina. 
There's no obligation and your inquiry 
will be confidential. Write Russell S. 
Moore, Manager of Agencies! 


250 E. Broad Street 


Watch for early appearance 
of other messages on how 


altel KolaleMaatthatle) mm Gi -y 


helps their field men 





The MIDLAND MUWAL Life Insurance Gmpany 


Columbus 16, Ohio 
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(CONTINUED FROM PRECEDING PAGE) 
is complete according to the main cate- 
ories of A&H. Supplement A covers 
Blanket insurance including permis- 
sible groups, policy and filing require- 
ments; B has all phases of individual 
A&H with filing information, and sup- 
plement C is group A&H. 

The revised digest and supplements 
have been released to member com- 
panies of the bureau. 


Follman to Talk on A&H 
Government and industry regula- 

tion of A&H business will be the sub- 

jeet of a lecture by J. F. Follman, Jr., 





general manager of Bureau of A&H 
Underwriters, at New York Univer- 
sity Dec. 21. The lecture is one of a 
series on A&H insurance. 





A&H Bureau Sets Annual 


Bureau of A&H Underwriters will 
hold its 1955 meeting at Bretton 
Woods, N. H., Sept. 26-28. 

The committee responsible for all 
arrangements in connection with the 
annual meeting comprises, in addition 
to Robert S. Schoonmaker Jr., Berk- 
shire Life, chairman; Harry L. Gra- 
ham, Bankers Life of Iowa; Robert W. 










Life 

A&H 

Group 
Franchise 
Hospitalization 


Brokerage 
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Theo. P. Beasley, President 


life insurance in force exceeds 


$610,000,000.00 


PLUS: One of the most advanced agents 
training programs in the nation. . . 
Supervised offices . . . Trained Group 
men to assist agents . . . An alert 
Underwriting and home office staff... 
Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Home Office, Dallas 








GLOBE Lire INSURANCE COMPANY 


Attractive Vo i-) elon am Ores oh axe leit) 


COMPLETE LIFE INSURANCE 


COVERAGES—Ages 0-60 


For Particulars Write Home Office 
159 North Dearborn St., Chicago 1, Illinois 
WILLIAM J. ALEXANDER, PRESIDENT 








ARRANGED ON VESTED <4 
RENEWAL CONTRACTS 


fhe 


tex problems may be simplified and savings 


LONG TERM BANK LOANS iia 





U. C. & G. C. serves the financial needs of those engaged in the Life Insurance Business. Your 


ected. Co Invited. 


LIFE AGENTS 
GENERAL AGENTS 
AND BROKERS 








UNDERWRITERS CREDIT & GUARANTY CORPORATION 


405 Montgomery Street, San Francisco 4, California 








Pope, Employers Liability; Henry R. 
Roberts, Connecticut General Life; 
Walter F. Schmitz, Occidental Life of 
California; Edmund A. Smith, Peerless 
Casualty; Walter I. Wells, State Mu- 
tual Life; Edward S. Grandin, Sun In- 
demnity; Charles Seavey, Union Mu- 
tual Life, and C. P. Mason, Vermont 
Accident. 


ASSOCIATIONS 


All Locals Represented 


at Cal. Midyear Meeting 


SANTA MONICA, CAL.—California 
State Assn. of Life Underwriters held 
its semi-annual session here recently 
with representatives present from all 
23 local associations, and with the 
membership and educational phases 
of the business setting the theme for 
the sessions. 

The membership subject, first on the 
agenda insofar as importance was con- 
cerned, brought out considerable dis- 
cussion, and resulted in the adoption 
of a quota of 5,000 members at the 
close of 1955, and with every local 
association having its share of bring- 
ing about the wanted result. In con- 
nection with this membership drive 
effort is to be put forth to have every 
local association become an incorpor- 
ated body. At present all but three 
associations are corporate entities. 

At the seminar, with 20 associations 
attending, it was urged that the local 
association, as well as its members, 
should make use of advertising, should 
gain recognition from the local news- 
papers. Holding a business executives 
day was advanced as a means of giving 
wider knowledge to business executives 
in respect to the various types of life 
insurance. Chambers of commerce at 
Oakland and Vallejo have conducted 
such meetings successfully. 

Further effort was urged to have 
insurance given greater prominence 
in the schools. 

Sidney Buxton, Penn Mutual, was 
named caravan chairman for south- 
ern California and Patrick Jennings, 
Equitable Society, was named chair- 
man for northern California. The dates 
for the caravan to visit various cities 
are to be fixed later. 

Jack White, general agent for Pru- 
dential, and a member of the board of 
NALU, was the speaker at the lunch- 
eon. 


Okla. Sales Congress Date Reset 


The date for the annual sales con- 
gress of the Oklahoma Assn. of Life 
Underwriters has been reset for Feb. 
5, President Phil B. Noah, American 
National, has announced. One of the 
speakers on the program, now being 
completed, will be Lester O. Shriver, 
manager directing of the National as- 
sociation. 


Tom Callahan, 











Time, Milwaukee, 
chairman of the board of Internation- 
al Assn. of A&H Underwriters, has 
been appointed chairman of the dis- 
ability committee and co-chairman of 
the committee on publicity for the 
state convention of the Wisconsin 
Assn. of Life Underwriters. 


St. Louis—Dr. Wesley H. Hager, president 
Metropolitan Church Federation of St. Louis 
and pastor of Grace Methodist church, spoke 
at a Christmas program. Lawrence H. Stern, 
Penn Mutual Life, has been elected national 
committeeman, succeeding Nathan H. Burg- 
heim, Northwestern Mutual Life. 


Milwaukee—A. Jack Nussbaum, Massachu- 
setts Mutual, secretary of NALU, was moder- 
ator of a panel discussion on programming at 
the December meeting. Panel members were 
Sydney A. Levner, Prudential; George Pag- 
ageorge, Northwestern Mutual, and Arthur H. 
Neuhaus, Bankers Life of Iowa. 

Columbus, 0.—The association is holding its 
Christmas meeting Dec. 17. Robert B. Jameson 
of Penn Mutual Life is speaking on “I Make 
Advertising Pay Dividends.” 


Pasadena-San Gabriel Valley—Speaker at 
the Dec. 17 meeting was John M. Russon, 


Massachusetts Mutual, a life member of the 





Million Dollar Round Table. The association 
was co-sponsor with Pasadena Assn. of In. 
surance Agents of the chamber of Commerce 
luncheon at whick Commissioner Maloney g 
California was the featured speaker. 











Northwestern Mut'l Names 
Durr, Roeder, General 
Agents in Mich. Ill. 


Northwestern Mutual Life has nameq 
Charles V. Durr, Springfield, I1l., gen. 
eral agent and Albert I. Roeder in 
like position at Flint, Mich. The for. 
mer succeeds Evans E. Cantrall ang 
the latter Gain M. Stinson, both ap. 
pointments effective Jan. 1. 

Mr. Durr, who went with the com. 
pany in 1942 has been a district agent 





Albert I. Roeder C. V. Durr 


in Huntington, W. Va., since 1949 and 
last year qualified for the Million Dol- 
lar Round Table. Mr. Roeder, with the 
company since 1948, was head of the 
Lima, O., district agency for nearly 
four years. 

Mr. Stinson went with the company 
in 1920, becoming district agent at 
Grand Rapids, Mich., in 1924, and 10 
years later general agent at Flint. He 
qualified for the company’s Marathon 
club in 1923 to 1926 by writing 100 
lives each year. He plans to continue 
representing the company and serving 
his personal customers as a special 
agent in Flint. 

Mr. Cantrall, called the dean of 
Northwestern Mutual agents, at 70 can 
look back on 37 years as a general 
agent and 48 years of continuous serv- 
ice heading the same agency. In 1906 
he succeeded his father as _ district 
agent in Springfield, Ill. He has served 
as secretary, vice-president and presi- 
dent of Northwestern Mutual’s Assn. 
of Agents and as president of the 
Springfield Assn. of Life Underwriters. 





Stramler Named at Fresno 

: Massachvu- 
setts Mutual has 
appointed James 
H. Stramler man- 
ager of its new 
general agency at 
Fresno, Cal. He en- 
tered the business 
in 1951, and has 
had sales and man- 
agerial experience. 


James H. Stramler 





Phila. Life Paid Up 53% 


November new paid business for 
Philadelphia Life was up 53% com- 
pared to November, 1953, and in writ- 
ten business a 96% increase was re 
corded, making November the 32nd 
consecutive month in which the com- 
a achieved its 10% growth objec- 

ve. 





R. S. Edwards Co. Top Writer 


R. S. Edwards & Co., Chicago general 
agents for Aetna Life, placed first in 
the national written business “App 
Scrap” of the company. In a 30-day 
campaign, the agency wrote $5,208,- 
340, breaking the Chicago record and 
also representing the largest amount 
written by one agency in such cam- 
paigns. 
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Stock Prices Plague Efforts to Get Taxes Reduced 


(CONTINUED FROM PAGE 1) 





and inequitable, a tax upon capital and 
not upon income, an incentive to un- 
sound management decisions, of doubt- 
ful constitutionality and a veritable in- 
vitation to manipulation designed to 
lessen the impact of the tax,” by Deane 
C. Davis, president of National Life of 
Vermont. 

He appeared in opposition to the in- 
dustry committee’s so-called “dividend 
alternative” method. 

This proposal would measure the 
taxable income of life companies by a 
formula which would take 25% of di- 
vidends to policyholders after ex- 
cluding dividends on group life insur- 
ance, group annuities and other-than- 
life business, adding to that amount 
3%% of the mean of reserves for oth- 
er-than-life business, and making a 
proportionate deduction on account of 
exempt interest and the dividends re- 
ceived credit. 

Mr. Davis said that this propesal, ap- 
plied to a mutual life company, would 
be a tax on capital and not upon in- 
come. 

“There is no more reason for impos- 
ing a tax upon the return of this capital 
than there is when a bank returns a 
deposit of capital to a depositor,” he 
asserted. “Moreover, the policyholder 
has already been subjected to individ- 
ual income taxes in the process of ac- 
quiring this capital.” 


He said that a tax upon dividends, 
based on a factor of 25%, is discrimina- 
tory and inequitable between individ- 
ual companies. 

“No two companies are precisely 
alike in the type of insurance sold. Any 
method of taxation which fails to take 
account of variations in the activities 
of different companies must inevitably 
result in discrimination in its effect 
among companies,” he said. 

In addition, Mr. Davis said the pro- 
posed tax has no logical philosophical 
basis. 

“There is no logic in saying that for 
certain companies there will be substi- 
tuted for investment income an alter- 
native measure which is not income 
and which bears no necessary relation- 
ship to income,” he said. “Even if it can 
be shown that, for the life insurance 
industry as a whole, 25% of policyhold- 
ers’ dividends is equivalent of 15% of 
investment income, this relationship 
will certainly not hold for all compa- 
nies, since it is an average composed 
of both companies both below and 
above the average.” 


Mr. Davis said that the proposal was 
of doubtful constitutionality. He said 
the Supreme Court has handed down 
many decisions offering various defi- 
nitions of the word “income,” but in 
none of these does it appear that the 
court has ever adopted the theory that 
actual disbursements, or a_ portion 
thereof, constitute income, within the 
meaning of the proposal, which would 
amend the internal revenue code re- 
lating to the taxation of the income of 
life companies. 

Mr. Davis said that he favored a tax 
of 64% of net investment income as 
“the most equitable, most easily ad- 
ministered and most satisfactory prac- 
tical solution all around both to the 
government and to the insurance in- 
dustry.” 

Valentine Howell, executive vice- 
president of Prudential, gave the com- 
mittee a technical statement on how di- 
vidends are arrived at. He was closely 
questioned by Rep. Utt of California. 
In answer to one question, Mr. Howell 
said that theoretically there is no tax- 
able income but nevertheless the com- 
panies have to take a practical view- 
point. 

Guilford Dudley Jr., president of 
Life & Casualty, spoke in favor of the 
continuation of the present flat tax on 
investment income. Mr. Dudley some 
weeks ago protested against the indus- 
try committee’s three-pronged propos- 
al, which was made at a time when the 
industry people figured the flat invest- 
ment tax had no chance with the Curtis 
subcommittee of the House Ways & 
Means Committee. 


Zeigen Tells Dentists 


of Professional Needs 


Addressing a meeting of Greater 
New York Dental Society, Samuel L. 
Zeigen, Provident Mutual general 
agent at New York, stressed the insur- 
ance buyer’s opportunity “to preadmin- 
ister his estate while he is alive, rather 
than leave administration to the mul- 
titude of unanticipated vicissitudes to 
which an unplanned estate is subject.” 








Lundgren Elected at St. Paul 


ST. PAUL—Warren W. Lundgren of 
Northwestern Mutual Life Insurance 
Co., is the new president of St. Paul 
General Agents & Managers Assn. 
Other officers are J. Peter Devine, Oc- 
cidental Life, first vice-president; Rob- 
ert L. Utne, Penn Mutual, second vice- 
president, and Don Bishop, Mutual 
Life of New York, secretary-treasurer. 











Regional group managers of United Benefit Life and Mutual Benefit H. & A. 


met at Omaha for a workshop conference with home office group officials. 
From the left are: C. W. Hepler, Los Angeles regional group manager; John A. 
Hoard, Chicago; T. E. Baldwin, general sales manager; Joseph A. Mayo, New 
York; W. F. Nicholson, Philadelphia, and Edward K. Plasek, Portland, Ore. A. 
R. Randall, national group manager, told the regional managers that Mutual 
Benefit and United Benefit in 1954 have a 76.13% group increase over 1953. 





The largest audience to ever witness 
a CLU conferment ceremony assem- 
bled in Los Angeles recently, when 
650 life underwriters and business 
leaders saw Dr. Solomon S. Huebner 
give 22 candidates CLU diplomas. Dr. 
Huebner also was the speaker. 

CLU chapter President Robert A. 


At the Los Ap. 
geles CLU chapte 
annual conferment 
luncheon mee 
are, left to right 
Robert A. Brow 
Jr. Pacific My. 
tual Life, chapter 
president; Dr. §, §, 
Heubner, speaker; 
Jack O’Neill, Proy. 
ident Mutual Life 
supervisor, vice. 
President ana 
meeting chairman 
and Hal Van 
Cleve, Massachu.- 
setts Mutual Life, 
secretary - treas. 
urer. 


Brown Jr., Pacific Mutual, presided, 
The meeting was sponsored by the 
chapter and the life underwriters and 
general agents associations. 

Among guests were life company 
presidents, Commissioner Maloney and 
representatives of other Los Angeles 
professional grouns. 





Smith Gives Views on 


= a ca 
Insuring of GI's in Europe 

AUSTIN—Responsibility for the 
regulation of life insurance sales on 
European military installations lies 
with the Department of Defense since 
no state agency could possibly be ef- 
fective, Garland A. Smith, Texas life 
insurance commissioner, said when 
asked to comment on the probe being 
conducted by the House armed serv- 
ices committee. 

“We can’t be in Frankfurt, Germany, 
or Tokyo, Japan,” Mr. Smith said, “and 
we don’t have any supervision over 
agents in those areas.” Mr. Smith 
pointed out that companies seeking to 
sell GI insurance must have approval 
of the Defense Department and also 
that commanders of army posts can 
keep any person, including agents, off 
their bases. 

Texas became involved in the probe 
with the disclosure that 11 of the 13 
company members of the European 
Assn. of Life Underwriters are domi- 
ciled there. 


Columbus Mutual Life 
Doubles 1948 Business 


At their current rate, Columbus Mu- 
tual Life agents will top $50 million 
placed during 1954, more than doubling 
their 1948 record of $21,613,452 and 
making 1954 the best year in the com- 
pany’s history. President Car] Mitchel- 
tree attributes the company’s steady 
growth to its Golden Rule agency con- 
tract, basically unchanged since 1907. 





N. Y. Supervisors Hold 


Annual Christmas Party 


NEW YORK—The New York City 
Life Supervisors Assn. at its annual 
Christmas party honored the imme- 
diate past president, A. Eisen, National 
of Vermont, with a scroll, presented by 
the president, E. B. Eichengreen, who 
was toastmaster. The members voted 
to send a telegram of greetings to 
Charles Genther, Connecticut Mutual, 
a past president of the association, who 
has been ill at home for some time. 





L. A. Managers Elect 


LOS ANGELES—Harold W. Dough- 
er of State Mutual Life was elected 
president of Los Angeles Life Insur- 
ance Managers Assn. at a meeting 
_— He succeeds Laurel Miller of Sun 

ife. 

Other officers are Bruce Bare, New 
England Mutual Life, vice-president 
and George N. Quigley Jr., Manufac- 
turers Life, secretary-treasurer. 

. Miller was presented a plaque 
in recognition of his service. 


Provident Field Force 


to Meet at New Home Office 
Approximately 100 Provident Life 
managers and agents are scheduled to 
attend a meeting and housewarming 
Jan. 10-11 at the new Provident Life 
home office in Bismarck, N. D. The 
meeting will be one of the largest ever 
held at the company’s home office, 
and all nine states in which Provident 
operates will be represented. 


Mutual Benefit Life to 


Build in Downtown Newark 
(CONTINUED FROM PAGE 3) 

will be convenient to both railroad and 

bus transportation. 

The company also pointed out that 
another problem confronting companies 
which have moved from urban areas is 
the difficulty of recruiting sufficient 
new personnel. This was a matter of 
serious concern to the board, since Mu- 
tual Benefit is dependent on the grad- 
uating classes of the high schools in the 
Newark area for a very large propor- 
tion of its clerical personnel. Moreover, 
considering the company’s continuing 
growth, the board was reluctant to 
jeopardize a stable and proven labor 
market. 
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The announcement continued: “The 
possibility of tax savings in smaller 
communities was thoroughly studied. 
Independent analyses were made of the 
financial structure of municipalities in 
the area under consideration. The re- 
ports indicate that such savings are 
likely to be temporary at best, inas- 
much as smaller communities sooner 
or later face increasing taxes to meet 
expanding needs of police, fire, civic, 
and school facilities. 

“In further evaluating the advan- 
tages of a Newark vs. a suburban loca- 
tion, investigations disclosed that re- 
movai to a smaller community tends to 
isolate management executives. The 
board felt that the company could ill 
afford to risk the loss of its close as- 
sociations with business and industrial 
groups, and civic and welfare agencies 
so essential an understanding of busi- 
ness conditions and social problems in 
the complex and competitive life in- 
surance field.” 

The board felt that in addition, the 
recent change in the form of the New- 
ark city government fosters the kind of 
good economic climate attractive to 
business interests. 





@ Republic National Life has been licensed 
in Florida and Maryiand. 
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Mr. J. V. Whaley, Vice President 
= Sees oo Franklin Life Insurance Company 
Springfield, Illinois 


Dear Mr. Whaley: 
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luled to of Fargo, N. D., signed resentative of the Franklin Life. These past six 
yarming his Franklin contract months have been the most gratifying and profitable 
nt Life last March, he had period in my sales experience which dates back ap- 
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ovident Sean eee my appreciation for the tremendous opportunity the 
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s in the Franklin’s Exclusives by one who is still a beginner 
propor- in this great business. 
ele With every confidence that the months ahead will 
ae ae mark continued progress as a member of the friendly 
a ober Franklin, I am, ; 
Sincerely, 
“The Sherley M. Walker 
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